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ACT NOW! 


Take Advantage of Our — “ iC h 


NEW LOW PRICES Plywood 


GUARANTEED QUALITY—proven 
by hundreds of discriminating users 


BIRCH STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: Ys” to %”. Complete stock sizes or 
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your sizes upon request. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in Ye” and %6" thick- 
nesses. All panels are 3-ply construction. 





Phenolic, Urea, Melomine and 10 Cycle Glue. All hot 
press glues, on door panels and stock panels. All birch 
plywood meets standard CS 35-47 Bureau of Standards 


Act Now § specifications. 


WIRE BIRCH LUMBER 
a Oo N * All standard grades and thicknesses. Kiln dried and 


air dried. Each car carries NHLA Certificate of Inspec- 


WRITE — tion and Tally. 
today for NEW LOW PRICES!=— 
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AMERICAN LUMBERMAN & 
BurLpiNe Proovcts MERCHANDISER 
Coutents for May 6, 1950 


7—News and trends 
16—Look at the lumber market 
30—Washington calendar 
43—Editorial—Patterns for profit 


44—Rich farm market ready for dealer 
Here are the facts and figures which show 
the tremendous volume of building materials 
and farm equipment needed by a year 
round customer ... the farmer 


46—Give the farmer what he wants—complete building service 
How dealer and farmer can work together 
for mutual benefit explained by expert in 
farm structures design 


52—Serving the building needs of farm customers 
Don Sontag, Minnesota dealer in a town of 
850 people, believes you should know more 
about farming methods than your customers to 
help solve their construction problems 


54—Farm pointers 


56—Wisconsin dealer sells barn equipment 
Farmers like to buy the whole package—and 
equipment fits right in the picture 


62—Selling the farmer 
Two successful dealers make sales and profits 
by selling materials the way the farmer 
wants to buy—in a package 


60—American Lumberman's house plan of the month 


64—Mason material shed 
No. 7 in the yard planning series 


66—Among the dealers 
70—Your profit-making forum 
73—What's new?—products, literature, sales aids 
90—Names in the news 
101—Classified advertising 
104—Index to advertisers 


THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Oranization of an integrated and articulate construction industry which will provide 
more and better building products to consumers at lower real costs with fair wages and 
profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities con- 
cerned with the development, sale, and delivery to the consumer of building products— 
including the functions of the manufacturer, wholesaler, retailer, architect, realtor, con- 
tractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more abundant 
and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service toward 
these ends. 

The Editors 


LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. Published every other week by American Lumberman, Inc.—Established 1873—Office of Publica- 
Entered as second-class matter October 2, 1946 at the Post Office at Chicago, Illinois, under the Act of March 3, 1879 
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This heavy-gauge 20” x 13” 
aluminum sign in hand- 
some colors available now. 
Write us! 












Put on a product floor show in your showroom, yard 
or store. Your customer traffic is a made-to-order 
audience. And the right products, the right displays 
in the right places produce quick sales, cash sales 
and the steady turnover profits you want, 


Smart dealer showmen find it pays and pays well to 
“show-off” Reynolds Lifetime Aluminum building 
products, They have glamour—look better, offer greater 
utility, greater value. They invite customers to pick 

‘em up. They're light and easy to carry home. 

Quick and easy for any customer to put up or apply 
himself. They're nationally advertised—so get tie-in sales 
aids, displays, folders, ad mats. 

Stock these “see and buy’’ items, Mail coupon to 


Reynolds Metals Company, Building Products Section, 
Louisville 1, Kentucky. Offices in 32 principal cities. 


Spotlight these Big Profit Performers... 


REYNOLDS Lifetime ALUMINUM 
GUTTERS and DOWNSPOUTS 


The soft, neutral aluminum gleam catches the eye. 
Anybody can put ‘em up...slip joints, no soldering. 

Light weight. Customers walk right off with them. Rustproof, 
non-staining...and half the price of other rustproof 
materials. What a bargain! What a profit! 

Ogee and Half-Round styles, smooth and 

stipple-embossed finish. 


RDER 
1s TRIAL O 
DEALER'S 5 75° Round Elbows 


es Troughs , (18 for Ogee) 


25 10’ Eav Mitres - 10" Conductor Pipe 


6 Outside 





15 Section 
A5 Slip 
1 


r Pipe Bands 


g.a9 for Ose* 
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cater Well over a quarter of a million ‘ di Itifamily build Pa.; Dallas, Houston, and Fort 
new dwelling units were put under units eee - ev tifamuly f vet Worth, Texas; and in Milwaukee, 
, construction during the first 3 austen: eiemenae aaa ae Wis. 
y months of this year. January, ; : g 
sales February, and March housing a total ¢: ae oe ae SOUTHERN PINE 
starts totaled 270,000, greater by he th gtr " von Manufacturers hold annual 
19 percent than the first-quarter ee ee eee ea ae meeting at New Orleans 
ee E - 1947, apartments accounted for 
‘ales sono en ae ae — 9 about 12 percent of the yearly total. THE Southern Pine Association 
; aromeneginten cnt ‘id , vena There has been little change in brought its 35th Annual Conven- 
S. ‘_— ey an ever-Wi lening mar- the past 3 years in the proportion tion to a successful conclusion 
sy riches a for the same of new nonfarm housing begun in April 18 after four days of con- 
month in the previous year. rural and urban areas, about 57 structive and educational sessions 
WIDER GULF percent being started in urban in New Orleans. Meeting simul- 
Homebuilding activity for the places. taneously was the annual mass 
first half of 1949 was 6 percent un- Of the houses started by private meeting of Southern Pine manu- 
der that for 1948, as measured by builders last year, 7 out of 10 were = facturers under the auspices of the 
lew dwelling units started. But within metropolitan districts—that | Southern Pine Industry Committee. 
the 100,000-a-month rate for the is, within the economic and social E. Oswald Lightsey, Miley, South 
“ third quarter of 1949 brought the orbit of a central city or cities. In Carolina, was elected as the Asso- 





MARCH RECORD 










MARCH 1950 was the best home- 
building month in history, accord- 
ing to preliminary estimates of the 
U. S. Labor Department’s Bureau 
of Labor Statistics. Builders 
started 110,000 new nonfarm dwell- 
ing units during the month, an in- 
crease of 30,000 over February and 
10,600 over March, 1949. 










































new housing volume up 13 percent 


Final 1949 reports show a total 
of 1,025,100 new dwelling units 
started. Of that year’s total, 4 
percent of the new housing was 
publicly owned, compared with 2 
percent in 1948. 

MORE APARTMENTS 

The increased interest in apart- 
ment house construction in 1949 
was reflected by the proportion of 
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Where it comes from... ress 



















From New Taxes 
and Borrowing 


The BUDGET 
DOLLAR 


Fiscal Year 1951 Estimated 




























1948, about 2 out of every 3 dwell- 


FOR HOMES above that for the same period in ing units started were in metro- 
March is best home building 1948, and by the fourth quarter it politan districts. 
month in country's history was 46 percent greater. Telegraphic reports of local 


building permits issued for new 
housing during March in principal 
cities of the country show an in- 
crease for all regions. All but a 
few of the cities showed increases 
in building-permit volume, with the 
greatest occurring in Los Angeles, 
Calif.; Boston, Mass.; Detroit, 
Mich.; St. Louis, Mo.; New York, 
N. Y.; Philadelphia and Pittsburgh, 


ciation’s President, with J. R. 
Bemis, Prescott, Arkansas and Tom 
DeWeese, Philadelphia, Mississippi 
as first and second vice-president 
respectively. W. T. Neal, Brewton, 
Alabama, was re-elected treasurer 
and H. C. Berckes was again named 
as the Association’s secretary-man- 
ager. The Industry Committee 
elected R. M. Eagle, Carmona, 
Texas, Chairman, and G. R. Swift, 
Atmore, Alabama, was named Vice- 
Chairman. 

In reviewing the work of the As- 
sociation during the two years of 
his administration, retiring Presi- 
dent Mr. H. M. Seaman pointed out 
that the industry and SPA Sub- 
scribers were faced with an added 
burden of production costs by vir- 
tue of the 75c minimum wage. To 
offset this, he said, “the Associa- 
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DUA-LAP SHINGLES 
are selling faster 
than ever before! 




















Drs prefer 
, (nsulation, 
our share of 
ket / 


e New Beauty! 
Now More Durable 


New Infra-Red drying process 
gives Dua-Laps a harder, more 
beautiful finish . . . lasts longer! 
Lowers maintenance costs. 

















e Now easier, faster, 
more economical to apply 


Builders have saved as high as $150 
per house by the use of ES-NAILS 
and GYPSUM or INSULATION SHEATH- 
ING. No stripping necessary, cuts 
labor time. 



























¢ No Imitation — Dua-Laps 
are the real thing! 


You're selling high insulation value, genuine 
certigrade, straight-grain red cedar—Nature’s 
prize insulator. And double coursing gives 
double insulation, value and economy. 





Mr. Dealer: Enjoy greater volume, added profits with 
Dua-Laps. Send for samples, all taken direct from 
warehouse stock. See your distributor or write direct. 
A few choice territories still available. 






STAINED SHINGLE CO, 
GENERAL OFFICE 355 SPRUCE STREET *. COLUMBUS 8, OHIO 
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partment represents a__ practical 
means to successfully meet the 
impact of this increased wage.” }p 
called attention to the growing jp. 
terest in mechanization and rr. 
garded it as a healthy sign. 


TRADE PROMOTION 

Mr. Seaman also reviewed devel. 
opments in connection with market. 
ing problems and .the effect of 
SPA’s expanded trade promotion 
program in counteracting some of 
the unfavorable attitudes resulting 
from war and post-war conditions, 

The speaker referred also to the 
continuing progress in forestry ani 
conservation and the close relation- 
ship that now exists between the 
lumber manufacturing and _ pulp 
and paper interests in the South. 
“But,” he added, “the accomplish- 
ments of the past only point the 
way to the future and in order t 
make it more secure I appointed a 
special Committee on Study and 
Planning composed of one Sub- 
scriber for each state and whose 
purpose it would be to review every 
activity of the Association and 
make it as effective as possible for 
the Subscriber.” 























Secretary-Manager Berckes def ™*° 
clared: “Our industry faces some a 
problems which it can’t dodge and “6 
which must be met now and that m 
whether we liked it or not, we are ) 
in the midst of national and inter § P° 
national upheavals, politically, s0- 
cial and economic.” 

BRIGHT FUTURE 

Mr. Berckes recalled that thirty 
years ago the Southern Pine indus- 
try faced a doubtful future but that 
today the prospects of a permanent 
industry are not only brighter, but 
are based on greater confidence 
toward ultimate attainment. By 
way of “proving” this the Secre- 
tary referred to a study of the first 
twenty-five mills in the Association § no 
rated on a volume basis which && Pu 
showed that twenty of them wert a 
on a perpetual basis of operatiol & y, 
with the remaining five confident of J bei 


entering that category. 


MARKETS 


Demand still runs away from 
ever increasing lumber suppl) 


In spite of weekly increases i 
lumber production, construction a 
tivity is so rampant that demané 
is making a seller’s market mort 
obvious every day. Although prices 


are in most cases well below post # ¥ 
war peaks, the trend is up with n° : 
short term relief in sight. a " 

A good many steel producis wi! J »o 
be in medium tight supply * n 
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COMPLETELY INVISIBLE 
PANEL ATTACHMENT 
PLUS ONE-TRADE APPLICATION 





WITH THE BEAUTIFUL M cw 


Wood LOK-PANELS 


It’s a big forward step in dry wall 
finish! Predecorated Nu-Wood LOK- 
PANELS permit amazingly fast appli- 
cation—completely invisible attachment 
—employing only ove trade! New 
speed, economy and beauty result from 
three exclusive Nu-Wood features— 
big, predecorated panels with factory- 
machined interlocking joints, the Nu-Wood Hidden Clip 
for invisibly attaching the panels to intermediate studs, 
and the Nu-Wood Clip that fastens the panels to wall 
framing on tongue and groove edges. Here’s why Nu- 
Wood Lok-Panels can become one of your biggest, fastest 


profit builders... 


NO FURRING STRIPS—FASTER AP- 
PLICATION—panels applied directly 
'o framing members, either in new 
construction or existing rooms. Dia- 
gram shows Nu-Wood Hidden Clip 
being nailed to intermediate stud. 


FACTOR ’-MACHINED INTERLOCK- 
ING JO‘INTS—require no further 
treatme it on the job, eliminate 
breathir.g."* Tongue and groove joint 
of the Lok-Panels receives Nu-Wood 
eversibic clip for a tight joint. 





BIG PREDECORATED PANELS—32” 
wide, 8’ and 10’ long go up quickly. 
Package of panels can be easily han- 
dled on the jeb. No paint or other 
surface finishes needed—no mess! 














LL 


SELF-ALIGNING SURFACES—with 
Nu-Wood Clips, irregularities of the 
nailing base do not affect levelness 
—““floating” wall treatment permits 
normal movement of panel and 
base. Surfaces stay level. 
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AN ENTIRELY 


NEW IDEA 


IN DRY WALL FINISH 


Here’s the new Nu-Wood 
Hidden Clip that permits 
concealed, permanent ap- 
plication of Lok-Panels to 
intermediate studs. Notice 
how prongs spreadto firm- 
ly embed themselves inthe 
back of the Lok-Panels. 

















ie 


NO JOINT TREATMENTS—ONE- 
TRADE APPLICATION—beautiful 
shadow-line edge removes the need 
for tape, wood strips or other joint- 
concealers. Diagram shows method of 
driving Lok-Panels on Hidden Clips. 


And here's the famous 
Nu-Wood Clip that locks 
the Lok-Panel edges to- 
gether. The Nu-Wood Clip 
is reversible, fitting either 
into the groove or over 
the tongue of the panel. 

















COMPLETELY CONCEALED 
ATTACHMENT—no unsightly 
nail heads! Diagram shows Hid- 
den Clip before and after it is em- 
bedded in back of Lok-Panel. 


Sta lile NuWood (ebSast 


A PRODUCT OF 


WEYERHAEUSER 


DECORATING e ACOUSTICAL «¢ INSULATING 


INTERIOR FINISH 


WOOD CONVERSION COMPANY 


Dept. 120-50, First National B. 
St. Paul 1, Minn. 


* REG. U.S. PAT. OFF. 


ank Bldg. 


















spring moves along. Cement prices 
are reportedly sharply up in some 
areas, but supply generally is ade- 
quate. 


BALTIMORE — Strong prices 
and firm demand in Southern pine 
again marked the Baltimore market 
for the fourth month of the vear. 
While no vards admit of a boom- 
ing business, and some are inclined 
to look on the dark side even dur- 
ing the present building pace, in 
general conditions are rated in good 
order. The competitive factor is 
not to be overlooked, however, and 


some of the larger wholesalers are 
increasingly wary of credit lines. 

At the moment, fewer yards are 
complaining of being bypassed by 
construction men getting ship- 
ments direct from mill sources. The 
building booms is producing a 
pretty good share of business for 
those channeling their trade there. 

The firmness in Southern pine is 
holding the increases which oc- 
curred as fir from the West Coast 
kept marching up during the re- 
cent months. Supplies from the 
West should be in better order 
soon, however, it is reported. 








There is more Profit for You 





selling Spencer Kellogg’s 
Improved Boiled Linseed Oil 
in refinery-sealed, trade- marked cans 





Modern Packaging lowers costs 


and Modern Merchandising raises sales 








SPENCER 
KELLOGG 


and SONS, Inc. 


BUFFALO 5,N.Y. 


The First Namie til Vegetable Oils 


Row and improved Boiled 
Refinery-Secled, 5 gol., 1 gol.,1 qt, 1 pt 
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SEATTLE—Input of logs ig yi. 
ing but is not keeping pace wig, 
the demand. Inventory as of Apy 
Ist showed reductions of 58% mj. 
lion feet in Columbia river; 74 
on Grays Harbor; and a drop 
8742 on Puget Sound. Output » 
lumber and shingle mills is go 
but continues 
orders. 
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Demand-prices—The fir marke 
which started firming around Apri 
Ist, has as many put it “gone 
crazy.” A tremendous demané js 
coming from California, especial) 
the Los Angeles area. Lumber i 
moving south by rail, truck an 
water. Local yards, forced to stock 
up, are actively buying in their ow 
producing areas. Exporters ay 
having great difficulty placing o- 
ders. Canadian lumber is _ price 
about $10 higher than on this sid 
of the line and is being used 
themselves. The big middle wes 
market alone is comparatively inac. 
tive due to freezing weather. Shi 
space to the Atlantic coast is abou 
gone for June and July. 


All kinds of prices are ow 
There is more of a demand for uw 
pers but dimension still heads th 
list as the most called for lumbe 
Straight cars No. 2 common gree 
lumber can hardly be bought. Tin- 
bers move slowly. A 10% milla 
dollar order for green boards 1 
random sizes and lengths is 
ported filled by Coos Bay mills 7 
$62 flat for the Los Angeles area 



































MEMPHIS—Demand for hare 
woods of nearly all descriptia 
seems to be steady and persiste 
with prices of a number of item 
inching up while others stand firm 
There have been no declines of cor- 
sequence for some months. Eve 
quotations on beech, a relative! 
little-used item, are up with 4- 
and 5/4 firsts and seconds sellin: 
at $110 and No. 1 Common, sat 
thicknesses, at $87. 


Buying of oak has been so grea 
that prices have increased handil\ 
No. 2 common, red and white, * 
generally known as “flooring oak 
A year or so ago this grade ¥® 
static at $63-$65. Last week it soll 
at $85, f.o.b. mill, for the sam 
thickness—4/4 stock. Last Augus: 
during a brief buying lull, th 
same grade sold for $50. Some ™! 
common, same thickness has be! 
sold at $108 against a recent! 
prevailing price of $100; $75 i@ 
3A Common. 









































The tremendous surge of hot 
building with its consequent ne 








NOW / WHEREVER YOu } 


pe1WERL Om AMERICA’S NO. 1 OVER HEAD DOOR! 


\ 


tional Over Head Doors! 


Find out how these strategically located factory warehouses can help solve 
t door problems with better buys for your customers ... AND BIGGER 


iow you can get really fast delivery of the largest selling, best-known sectional 
wer head door in the country ... BETTER-BILT! Save the time and costs of 
ong distance shipment. There’s a brand-new factory warehouse in your area . . . 
ready to supply you with the most popular sizes of the BETTER-BILT Sec- 


FREE! 


Complete catalog, 
price list and 
sales aids. Start 
cashing in NOW! 


PROFITS FOR YOU! Send in the coupon today for complete details! 


FACTORY WAREHOUSES 


PORTLAND, ORE. e SPRINGFIELD, MASS. e COLUMBUS, OHIO 
MILWAUKEE, WISC. e ST. LOUIS, MO. e SHREVEPORT, LA. 
ATLANTA, GA. e DENVER, COLO. e EGG HARBOR, N. J. 


DIRECT ALL CORRESPONDENCE TO: 


BETTER-BILT DOOR CO. 


EGG HARBOR, NEW JERSEY 


THE LARGEST EXCLUSIVE MANUFACTURERS OF SECTIONAL 
2VER HEAD DOORS AND OVER HEAD HARDWARE 


50 THE BETTER-BILT DOOR CO. 


NG Propucirs MERCHANDISER 


BETTER-BILT DOOR COMPANY 


DEPT. AB 
EGG HARBOR, NEW JERSEY 


GENTLEMEN: 
Please send me complete information on BETTER-BILT 
Sectional Over Head Doors and your new extra-prompt 
delivery system. Naturally, this places me under no 
obligation. 


— 
ee ee 
ADDRESS_ 
en 









for oak flooring is primarily re- 
sponsible for the great demand for 
oak. Flooring manufacturers are 
having to pay higher prices as a 
result. Some part of the stepped- 
up quotations is laid, by lumber 
manufacturers, to the 75-cent an 
hour wage minimum which became 
effective in January. 

Prices for oak flooring have gone 
up steadily to such a point that 
some persons in the industry fear 
that they might offer a stimulus to 
manufacturers of substitute floor- 
ing. Current quotations on the 





popular size, 25/32 x 214” give an 
indication of price levels: Clear 
plain and white and red oak, $203; 
Select plain white and red oak, 
$190; No. 1 Common plain white 
and red oak, $178; No. 2 Common 
plain white and red oak $118; No. 
1 Common and Betters, shorts 
$125. 

An anomaly has presented itself 
in the softwood market. Although 
West Coast firs and other building 
woods were on about a parity with 
Southern pine for a long time, 
prices of West Coast wood have 





LOOK for the Familiar 


Alexander-Yawkey trade- 
mark when you buy -- 


A-Y 


Looking for well-manufactured Ponderosa Pine yard and 
shed stock, factory lumber, industrial items? Look to the 
familiar Alexander-Yawkey trade mark. It’s your assur- 


ance of fine quality stock. 


Consult us on your next requirements. We specialize in 
dependable quality Ponderosa Pine lumber — in straight 
cars giving you an assortment of 
Ponderosa yard and shed items with Fir and Larch 
All Alexander-Yawkey lumber is precision 
manufactured—properly kiln dried and accurately graded. 


cars or mixed 


dimension. 


Consult your local supplier for sash and 
made from our Ponderosa Pine. 





ork ds 


* PONDEROSA PINE 


* FIR and LARCH 
DIMENSION 


doors 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, 


Member Western Pine Association 


eo} i icTe}, | 


Member Ponderosa Pine Woodwork 
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risen from $5 to $7 a thousand 
over the last 60 days while prices 
of pine have been relatively static. 
Softwood manufacturers in the 
South believe that this situation 
may enable them to recapture some 
lost Northern and Eastern markets. 

KANSAS CITY — Pronounced 
strength was manifest in lumber 
cireles of the Southwest in the las 
two weeks, with prices advanced 
$1 to $2 a thousand on the average, 
There still was a wide range of 
prices noted by mills, reflecting a 
sharp increase in orders and in- 
quiries coupled with the fact that 
mills have been unable to step up 
production on account of the 
weather. 

On the west side of the Missis- 
sippi river, No. 2 kiln-dryed 1 x § 
boards were bringing as much as 
$80 a thousand, or $2 more than a 
fortnight ago. The low range on 
this key item was around $77. The 
1 x 6 grades went at $74 to $75. 
On the east side, air-dryed boards, 
1 x 8 were selling at $68 to $72; 
the 1 x 6 at $67 to $70. 

Flooring and finish was in good 
demand at $150 to $160 on the 
west side and $135 to $140 on the 
east side. On dimensions, No. 2 
kiln-dryed stock, the 2 x 4 sold at 
$75 to $76; 2 x 6 and 2 x 8 at $73 
to $75. On 18- to 20-foot lengths, 
mills were getting $5 a thousand 
more. On the east side of the 
river, 2 x 4 sold at $60 to $65; 
2 x 6 and 2 x 8 at $67 to $70. 

The Texas market, due to the 
open market, is taking a_ huge 
amount of stock and yards in that 
state were filling their bins. The 
weather on the east side of the 
river has been unfavorable, while 
it has been good on the west side. 
Mills still were getting the benefit 
from the tight fir situation and 
yards have been forced to take on 
yellow pine. 

Owing to the higher cost of pro- 
duction that came with the new 
wage law this year, many of the 
small mills have not reopened this 
spring and indicate they cannot 
compete with the large mills at 
present price levels. 

The hardwood market is very 
strong and the log supply still is 
short. Mills are getting $85 for 
No. 2 rough lumber, compared with 
$73 at the start of the year. 

TACOMA—Demand continues % 
exceed production at virtually all 
sawmills in this area. However 
many mills are finding their opera 
tions hampered by inadequate log 
supplies. This situation is improv- 
ing rapidly under the stimulus of 
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eco Makes 23,978,328 Calls 
to Pe-toe Steel Windows for you! 





Sell the Windows 


fiefoved 





(‘S 


Sang bardeng 





Dominant Ads 
Appear Monthly 


in these National 














Magazines 


by Architects, Builders and Home Owners... 


All over America—everywhere—every day—you 
hear more and more home owners say ‘We have 
Ceco Steel Windows.” And that’s not surprising 
because Ceco makes millions of calls annually to 
pre-sell steel windows for you. Look at the impos- 
ing advertising Ceco does in national magazines 
covering every buying front, not only the con- 
sumer but architects, builders, engineers and con- 


tractors as well. From specification to application 

. . every sales opportunity is exploited for you. 
And behind Ceco advertising is 38 years of manu- 
facturing experience—engineering excellence—to 
produce a product you can be proud to sell. That 
is why we say ... when you sell Ceco Steel Win- 
dows, you know you sell the very best ... you 
assure your Customers savings too. 


Steel Casements « Basement, Industrial and Architectural Windows « Metal Frame Screens « Aluminum Storm 
Windows » Combination Storm Windows and Doors « Metal Lath and Accessories « Roofing Products and Accessories 


CECO STEEL PRODUCTS CORPORATION 


<G Propucts MERCHANDISER 


General Offices: 5601 West 26th Street, Chicago 50, Illinois 


Offices, warehouses and fabricating plants in principal cities 




















favorable weather and all c:.mps jy 

this district are expected t. be jy 

full operation by the first of May 

Heavy snows materially educa; 

log output for the entire area dup. 

Esto. ing April and mill men point oy 

' 5 i that this is bound to affect prodye. 

~S b “—" tion for some time to come. Noy. 
MILLWORK MANUFACTURERS! SASH AND DOOR JOBBERS! mally large quantities of logs ax 
shipped in from the Tillamook 

Ore., district, both by water ana 

rail, to augment local production, 

J To illustrate how much this move. 

ment is off, the West Fork Logging 

IS EASIEST TO INSTALL! Company of this city, normally one 
of the bigger operators in this field, 
has received no logs since April 1] 
and has not moved more than 20 or 
25 raft sections by water since the 
first of the year. Water borne 
cargo movement from here has 
been relatively light. The largest 


fi)? = i shipment in the past fortnight is 
“ , = a 400,000 foot parcel being loaded 
19 ; = 4 today on Weyerhaeuser’s W. H. 
- a | Peabody for Atlantic ports. This 


Z | : | , is part of a cargo of approximately 
; = or 

AL? | ie 5,500,000 feet, of which 3,500,000 
Ciita-0eea Feb r] ke BYE | feet is being loaded at Olympia and 
COMBINATION | i : _v 1,500,000 feet is being taken at 


METAL WEATHERSTRIP (Ny am | 


| | } LUMBER STATISTICS 
SASH BALANCE fee | Lumber shipments of 428 mills 
iis | wg reporting to the National Lumber 
Trade Barometer were 0.2 percent 
below production for the week end- 
iy ing April 15, 1950. In the same 
. : “i Ei FY week new orders of these mills were 
Weathersivipging Pius Balances ‘ 7; )} mel 7.8 percent above production. Un- 
+++ In One Uniti fi | i filled orders of the reporting mills 
amount to 57 percent of stocks. For 
reporting softwood mills, unfilled 
orders are equivalent to 27 days 
RETAIL production at the current rate, and 
LUMBER DEALERS! gross stocks are equivalent to 45 
days’ production. 
For the year-to-date, shipments 
of reporting identical mills were 
14.7 percent above production; or- 
ders were 24.1 percent above pro- 
duction. 
Compared to the average corre 
sponding week of 1935-1939, pro- 
duction of reporting mills was 69.5 
percent above; shipments were 60.5 
percent above; orders were 76.7 
percent above. Compared to the 
corresponding week in 1949, pro- 
duction of reporting mills was 10.9 
percent above; shipments were 7.4 
percent above; and new orders were 
26.4 percent above. 


WESTERN PINE 

The 103 mills reporting to the 
Western Pine Association for the 
week ending April 15, 1950, cut 
60,648,000 feet, compared to 61. 
035,000 feet for the corresponding 
week a year ago. Orders for the 
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BUILDERS 


you CAN PROFIT By it 


HOMES ARE EASIER TO SELL WHEN 


oewauies ™™ CREQ.DIPT 


There’s a ready market for CREO-DIPT 
Genuine Red Cedar Double Wall 

Zephyrs. Their insulating value and their 
beauty make homes easier to sell. 

Builders know it. You can cash in on it. Get set 
now to supply this growing demand. 


EASY TO STOCK AND HANDLE 


CREO-DIPT Zephyr Shakes, insulation board and 
nails are packaged in sturdy cartons to assure 
maximum product protection. They're easy to 
stock, easy to handle in your warehouse. 


EASY TO OBTAIN 


CREO-DIPT Distributors can supply your needs 
now. Start today to get CREO-DIPT 

Double Wall Zephyr profits coming your 

way. Mail the coupon NOW. 


SUIL: NG Propucts MERCHANDISER 


DOUBLE WALL 


CREO-DIPT CO., INC.—Dept. AL-50 
North Tonawanda, New York 


Please send me the name of my nearest 
CREO-DIPT Distributor. 

















week totaled 67,353,000 feet, or 11.1 
percent above production. Ship- 
ments amounted to 68,451,000 feet, 
as compared to 66,371,000 for the 
corresponding week a year ago. Or- 
ders accepted increased 8 percent 
over the previous week. 


SOUTHERN PINE 


Production of lumber by the 122 
mills reporting to the Southern 























Pine Association for the week end- 
ing April 15, 1950, amounted to 


20,559,000 feet, 


or 8.68 percent 
above the three year average. Or- 
ders for the week totaled 19,602,000 
feet, or 5.97 percent below produc- 
tion for the period. 
amounted to 20,559,000 feet, or 2.19 
percent above the three year aver- 
age. Orders on hand decreased 1.58 


percent during the week. 


Shipments 

















DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc 
DTS Gicdaw erecisaeae 150.00 145.00 


Flat Grain Flooring 





























93.00 



























































OS ere et ae ae 130.00 120.00 73.00 
EE ewe ca ae teers 148.00 138.00 98.00 
Drop Siding 
1 x 6 (Pat. #106).145.00 140.00 93.00 
1 x 6 (Pat. #116).143.00 140.00 93.00 

: Ceiling 
ae Oo Se eee ere 115.00 110.00 55.00 
Ge Briedeledirasky os 150.00 145.00 95.00 
Boards and Shiplap 

1x6 1x8 1x10 1x12 
NS I a ee 61.00 61.00 59.00 60.00 
SS ee 57.50 57.50 55.00 56.50 
ea eee 49.00 49.00 48.00 48.00 

No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
>» $..70.00 70.00 70.00 70.00 70.00 
2x 6..69.00 69.00 69.00 69.00 69.00 
2x 8..69.00 69.00 69.00 69.00 69.00 
2 x 10..69.00 69.00 69.00 69.00 69.00 
2 x 12..69.00 69.00 69.00 69.00 69.00 
No. 2 Dimension 

2x 4..63.50 63.50 638.50 638.50 63.50 
2x 6..62.50 62.50 62.50 62.50 62.50 
2x 8..62.50 62.50 62.50 62.50 62.50 
2 x 10..62.50 62.50 62.50 62.50 62.50 
2 x 12..62.50 62.50 62.50 62.50 62.50 


No. 3 Dimension _s 
4..53.00 
6..51.00 
8.50.00 
40. 49.00 : 
. 48.00 we 
FP or kiln dr ied add $8. 00 to 10. 00) 
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REDWOOD 












































Biter cain eatanaleas 05.00 

aaNet wide trict 130.00 

PS OU | eee 170.00 

% x 10 A&Btr. Siding............ 175.00 
¢ Se > 2S Ses aes 165.00 
ms See Fag Saha: euitrcas' as es aves erg 175.00 
& ae 5 Re aero eee 195.00 
oe SE ey 205.00 
Bc a as ira ide sw dae Gi seco! esd a 215.00 





Prices for red cedar siding in mixed 
cars, new bundling 6 to 18’ are: 


Beveled Siding, % inch 













































































Clear A B 
Ss ee 80-84 78-82 60-62 
fC eee 98.00 96.00 78.00 
eo aes 125-135 123-133 95-100 
Dee ekeaws 150-160 148-158 105-115 
Clear Bungalow Siding, %4 inch 
. Fee 164.00 76500 8030s seen 
fe 195.00 193.00 150.00 
BO BGM cccces 215.00 213.00 160.00 
Ee SNOM «ceces 205.00 203.00 115.00 














Finish, B and Better S2 or 4S, 
6-16’ or rough 



























































Mey avewaaweseuweeeaen 145.00-165.00 

SF Fe. Peer eee eee es 75.00 

Sw Et ckeduiwesenecenwid - -185.00 

Ceiling or Flooring B and Btr, 9-16’ 
B&Btr. C D 

ff Speers fer 100.00 97.00 85.00 

SS Sees 100.00 97.00 985.00 








SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc 
180.00 


The LUMBER MARKET 


The following index is intended merely as a check on buying practices. 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


It is 


i Seer 190.00 135.00 
Flat. Grain Flooring 
Me ies At era: ae er eet 70.00 160.00 123.00 
eS 170.00 160.00 120.00 
Drop Siding 
1 x 6 Pat. #106.170.00 160.00 123.00 
1 x 6 Pat. #116.170.00 160.00 123.00 
Ceiling 
% . Beh eesaewice 155.00 145.00 110.00 
ues and = 
x6 1x8 1x10 1x12 
No. 1 120 00 120.00 120.00 130.00 
No. 2 80.00 80.00 80.00 80.00 
No. 3 72.00 72.00 72.00 80.00 
No. 1 Di- 
mension 12’ 14’ 16’ 18’ 20’ 
2x 4.81.00 83.00 87.00 90.00 90.00 
2x 6.81.00 83.00 87.00 90.00 90.00 
2x 8.81.00 83.00 87.00 93.00 93.00 
2 x 10.88.00 88.00 88.00 91.00 91.00 
2X 12.96.00 96.00 99.00 102.00 102.00 
No. 2 Dimension 
2x 4.73.00 77.00 79.00 82.00 82.00 
2x 6.70.00 72.00 73.00 76.00 76.00 
2x 8.73.00 72.00 73.00 74.00 74.00 
2x 10.79.00 80.00 79.00 82.00 82.00 
2 x 12.74.00 74.00 74.00 80.00 80.00 
No. 3 Dimension } re a 
2x 4.57.00 
2x 6.54.00 
2x 8.54.00 
2 x 10.55.00 
2 x 12.45.00 





WESTERN PINES 


Ponderosa Pine 


Selects 
S2 or 4S 4/4 RW 5/4 RW 6/4 RW 
a) ee 230.00 230.00 240.00 
i >) ae 200.00 200.00 210.00 
Shop, S2sS No. 1 No. 2 
A ee sere 130.00 115.00 
6/4 dak ayatatn IT sinc. acto ahoxanale 130.00 115.00 
Commons, S82 or 48 No. 2 No. 3 
ef Saar 110.00 74.00 
8 a > ere oe 106.00 71.50 
Idaho White Pine 
Selects, 5-6/4 
S2 or 48 1x4 1x6 1x8 RW 
S Bee ccces 220.00 220.00 220.00 250.00 
oe eee 200.00 200.00 200.00 220.00 
Commons, SZor4S No.1 No.2 No.3 
= 2 eee 133.00 122.00 95.00 
he 143.00 127.00 94.00 


Sugar Pine 
Selects, S2 or 48 
4/4 RW 5/4 RW 6/4 RW 





B&Btr. RL 230.00 230.00 230.00 
> 7S aee 220.00 220.00 220.00 
ay etter acta 200.00 200.00 200.00 
Shop, 82S No.1 No.2 No.3 
DT  avowminducaneee 115.00 90.00 72.00 
rere 115.00 90.00 72.00 
8 eran amen 130.00 97.00 72.00 
RED CEDAR SHINGLES 
Royals 
i ae yy Sener rere $14.00-15.00 
PMN | is ia a iia, ws ele Wiens 8.50 
UE ale oc eta angie Giaia wietee ache ot 4.50 
Perfections 
te | eS Seer $11.50 
en es re 6.00- 6.25 
POE SEER kcccdecaes awed 4.00 
XXXXX 
ee  £ Se ere $10.00 
eo 2 Fae ee 6.25 
OIG Saco eikioes aie Dalat wus 4.00 


ENGLEMAN SPRUCE 


Boards and shiplap 


1 x6 1x8 1x10 1x 

No. 1 & 2..100.00 102.00 104.00 116,99 

MO. S ssw 70.00 72.00 74.01 87.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 

2x 4..66.00 66.00 66.00 69.00 69.09 

2x 6..63.00 63.00 63.00 66.00 66.09 

2x 8..65.00 65.00 65.00 66.00 66.09 

2 x 10..66.00 66.00 66.00 69.00 69.09 

2 x 12..68.00 68.00 68.00 71.00 71,09 
No. 2 Dimension 

2x 4..57.00 57.00 57.00 60.00 60.09 

2 x 6..54.00 54.00 54.00 57.00 57.09 

2x 8..56.00 56.00 56.00 57.00 57,09 

2 x 10..57.00 57.00 57.00 60.00 60.00 

2 x 12..59.00 59.00 59.00 62 -00 62.00 

(Board graded No. 1, 2, and 38 at flat 


price; no price for straight No. 


2. Mills 


do not grade out No. 3 dimension sepa- 
rately as in fir.) 





Vertical Grain Flooring 
I 


: = 
Flat Grain Flooring 


WESTERN HEMLOCK 


3&Btr. C 
) 


D 
Cass. cast clmeaes 140.00 135.00 83.00 





ee Mie ouieve Wioiece ce erate 115.00 110.00 73.00 
ee, Bees 135.00 130.00 98.00 
Drop Siding : 
1 x 6 (Pat. #106)..135.00 130.00 93.00 
1x 6 (Pat. #116)..135.00 130.00 93.00 
Ceiling 
ey ME. ance eateleiguced 105.00 100.00 53.00 
Fe eo 120.00 115.00 60.00 
Boards and shiplap (dry) 
ix6 18 1x10 ca 
BOS. Vaio: avacohare 73.00 73.00 71.00 75.00 
ae See 68.00 68.00 65.00 70.00 
No. 3........:5%.00 56.00 56.00 56.00 
No. 1 Dimension 
12’ 14 16’ 18’ 20’ 
2x 4..73.00 73.00 73.00 73.00 73.00 
2x 6..73.00 73.00 73.00 73.00 73.00 
2x 8..73.00 73.00 73.00 73.00 173.00 
2 x 10..73.00 73.00 73.00 73.00 - 73.00 
2 x 12..73.00 73.00 73.00 73.00 173.00 
No. 2 Dimension 
2x 4..68.00 68.00 68.00 68.00 68.00 
2x 6..68.00 68.00 68.00 68.00 68.00 
2x 8..68.00 68.00 68.00 68.00 68.00 
2 x 10..68.00 68.00 68.00 68.00 68.00 
2 x 12..68.00 68.00 68.00 68.00 68.00 
No. 3 Dimension R/L — 
2x 4..55.00 aE 
2x 6..53.00 
2x .8..50.00 
2 x 10..48.00 
2 x 12. .47.00 
OAK —. 
Clear — a§x2i4 Hx1% 1% x2% 
—— -195.00 170. 180. 00 170.00 
ed -195.00 i000 180.00 170.00 
Sel Pin 
White ..185.00 172.00 170.00 155.00 
Red 185.00 162.00 170.00 155.00 
#1 Com . 
White ..155.00 130.00 150.00 135.00 
Red 155.00 130.00 150.00 135.00 
#2 Mixed 
15” Sh’rts 100.00 75.00 90.00 65.00 
#1 Comm. & F 
Btr. ....110.00 80.00 90.00 75.00 
#2 Common 
15” Shorts 75.00 50.00 65.00 40.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 


cars, new bundling 6 to 18’ are: 
Beveled siding, ™% inch 
Clear A B 
MEIN 5 oie oclores 84.00 82.00 62.00 
ee ee 98.00 96.00 78.00 
SS er 135.00 133.00 100.00 
ee 160.00 158.00 115.00 
Clear Bungalow siding, %4 inch 
6 
Serer 169.00 167.00 155.00 
i. ere 200.00 197.00 165.00 
10 inch...........220.00 218.00 165.00 
cs eee 210.00 208.00 120.00 
Finish, B and Btr. S2 or 4S, 6-16’ 
or rough 
SSW aceeen aoe ew vale ce wars 145.00-165.00 
Oe eee ere rere 175.00 
he Bs oe 6 ak ses ste amare 185.00 
Ceiling or flooring B and Btr. 9-16’ 
&Btr. a D 
eee 100.00 97.00 85.00 
2 eee eae 100.00 97.00 — 85.00 
Discount on mouldings, 6-20’ odd 
lengths Series 8,000— 
Listing under 4.00—list plus 120 per- 
cent. 
Listing 4.00 and over—list plus 125 per- 
cent. 
Clear Lattice, 5/16”, 4 to 16’ 
100 lin, ft. F 
i > Bap evens + wea ter eacnndtuacees 1.50 
Gay SPN Oe RCP phat Oke peers eee gee 8 ee 1.75 
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YOU GET 60 FT. EACH OF THESE 14 SHAPES 
IN CHROMTRIM 14/60 STAINLESS STEEL 
DEAL—PLUS BONUS OF 60 EXTRA FT. 


8622—Counter Edging % in. 





[ a 





8625—Counter Edging 
11/16 in. 


ye g 





8630—Cap Strip 3¢ in. 


y 


8644—Counter orStairNosing 
% in. x % in. 







8663—Inside or Outside 
Corner 34 in. x 36 in. 








8666—Inside or Outside 
Corner % in. x % i 


a Z 


NTRODUCTORY 































14/60 


STAINLESS 
STEEL 





YOU GET $10.20 EXTRA 


OFFER! 
MAKE *107" 


CHROMTRIM STAINLESS STEEL 


AT NO EXTRA COST 


Consumers have clamored for lifetime stainless steel trim. 
Now you’ ve got it—in nationally advertised CHROMTRIM, 
to boot—plus a terrific introductory deal so you’ll really 
cash in. You get 900 ft. of CHROMTRIM, yet pay for only 
840 ft... .60 extra feet of 8630, List $10.20. Easier to cut 
(light stainless cladding over aluminum strip, on most 
shapes) ...easier to apply ...durable, won’t rub.off or 
smudge clothing. Clip coupon and mail now—offer lasts 


limited time only! 


YOU ALSO GET—AT NO COST TO YOU 
NEW, IMPROVED STOCK-DISPLAY STAND 


A complete metal moulding department 
($15.00 value)...in less than one sq. ft. of 
floor space...only 6 ft. high-...open back 
permits easy removal of stock in low-ceil- 
inged stores. Minimum of investment .. . 
maximum of display ...and maximum of 
turn-over and profits! 

All stock is visibly displayed in a series 
of 14 compartments. Illustrated price tags, 
100 instruction folders, supply of nails in- 
cluded with each deal. 


You make over 100% on each sale! 


Retail List of New 14/60 Deal (840 ft. of stock: 
ten 6 ft. lengths each of the 14 different 





stainless steel shapes.) . Gites . $194.40 

New Stock and Display Stand ($15.00 value) . no charge 
Bonus of 10 Extra 8630 lengths. . . .... - 10.20 
‘Total List Price ... - $204.60 

Dealer Cost - 97.20 


Dealer Profit. . . . . $107.40 








Look for the 
Mouldings 
in the 

striped Jackets 


METAL 
MOULDINGS 


Liay to Buy 
Ezay to Ayply 


Your customers will be looking for nationally-advertised CHROMTRIM 





——_— 


Buti ving Propucts MERCHANDISER 






OFFER EXPIRES MAY 30, 1950! MAIL NOW! 

















Offer void if not accompanied by this coupon! 


#\\ R. D. WERNER CO., Inc., Dept. AL 

295 Fifth Avenue, New York 16, N. Y. 

: Please ship my 14/60 deal at special price of $97.20 
a _ (includes, without charge, Stock and Display Stand—$15.00 
: value—and 60 extra ft. of 8630). Bill through my distributor. 
: Your Name. 

| | Cc Lad 7 

t Address 

$ City. Zone State 

: Distributor’s Name. City. 

| 

Be 


pT rTrrreeeeee..t 


29 
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HOUSING LAW: The President has signed this 
Act; did it without comment, though it omitted his 
pet middle-income program. It’s a complex law; is 
generally expected to step up the building boom. 
Experts think 1950 will be another million-unit year, 
with the high level of construction carrying over 
into 1951. Building expenditures for March of this 
year were 18 percent above those of March for 
last year. 

VETERANS get easier credit. The $150,000,000 
authorization to the Veterans Administration, to 
make direct four percent loans, is expected to in- 
spire private lenders to make similar offers at the 
same rate. If this doesn’t happen, veterans will ask 
Congress for a still larger amount for the V. A. to 
use in direct loans. Veterans are aided in buying 
larger homes by the permitted increase in the V. A. 
guaranty from $4,000 to $7,500. 

NON-VETERANS didn’t do quite so well; but even 
for them the payments have been softened az little. 
Note that the law has been slanted, somewhat, in 
favor of larger houses; not necessarily the country 
club. show places, but houses with more bedrooms. 
If a veteran can negotiate a loan with no down 
payment, he can carry a $15,000 house on pay- 
ments of $71.62 a month. A non-veteran, making 
a $3,000 down payment, pays $69.72. 


HIGH-RENTAL PROJECTS lose some steam; be- 
cause of a reduced appropriation to the program 
for this type of building. The President has asked 
Congress to extend rent control; saying it will be 
some years before housing supply overtakes de- 
mand. No guess about the Congressional response. 
Long range predictions about housing demand are 
slippery; but Presidential advisers clearly expect a 
solid housing market for quite a while. 

PLYWOOD: More or less representative of the 
high-flying building-material markets is the big 
volume of orders that are whooping around the 
plywood mills of the Pacific Northwest. Prices have 
been climbing more or less; and reports come in of 
revived gray markets, with prices the usual gray 
ten percent above the listings of established deal- 
ers. These operators trade, as they always do, on 
quick delivery. 


MANUFACTURERS like the big demand; but with 
a few reservations. Higher prices are already caus- 
ing some shift to competing materials; something 
that happened, under similar conditions, in 1948. 
Several new plywood plants are getting built in a 
hurry; and this could be troublesome when and if 
the market starts to drag. No such symptoms yet; 
but there are painful memories of a big mill hitched 
to a little order file. 
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URBAN MARKETS: New houses, if guesses are 
right, could take up to half a billion square feet of 
plywood, this year. Add 100,000 new farm homes 
and probably three times as many other fam 
buildings, and the potential market is pretty lush 
So the plywood makers hope and trust the housing 
boom doesn't split its pants of a sudden. No signs 
of such a disaster; but the boys remember that 
booms always do slip, some time or other. 


WASHINGTON feels pretty good about business. 
Industrial output is high and still climbing; John 
Customer has folding money in his pistol pocket 
and is willing to shell ‘er out; dividends are fat; and 
the stock market continues to go high, wide and 
handsome. Farm income isn’t so hot. It may not 
slide much more, but it isn't likely to get back 
the lost ground very soon. Industry's investment in 
new equipment continues to lag. 


UNEMPLOYMENT: Uncle Sam feels queer when 
he looks at his charts; wonders if he has his clothes 
on backwards or something. Business volume is 
high; profits likewise; and the number of people 
working for wages isn't too far off the record. Yet 
workers without jobs number well over 4,000,000; 
and that’s twice as many unemployed as there are 
supposed to be under what is sometimes called by 
the experts “full-employment status.” 


A NEW NAME has been invented for it by the 
analysts: ‘Prosperity unemployment.” First, indus- 
try steadily increases its over-all productivity by 
some three percent a year. Roughly, this means 
that the number of workers needed to keep output 
at a steady level will decline by a similar percent. 
Second, the number of new workers coming into 
the labor market each year will be about 1,500,000 
more than those leaving the labor market. 

JUNE GRADUATES always raise the unemployed 
figure; but this figure then declines until along in 
the fall, when seasonal farm workers are dismissed 
after harvest. But quite aside from seasonal shilts 
is this matter of unemployment due to higher indus- 
trial and distributive efficiency and to the annua 
crop of new workers. That's the reason Washine- 
ton is always talking about the need for more in- 
vestments in business plants and equipment. 


SMALL BUSINESS: Some chance that Congress 
will fix up a way of insuring loans to small bus! 
nesses .. . Some kind of delivered-price bill is pos 
sible .. . Don’t expect major changes in farm legis 
lation .. . Does your city need new schools? Some 
handsome one-story schools of wood frame con 
struction are illustrated in a booklet, “School Build 
ings Your Tax Dollars Can Afford’’ Timber Eng 
neering Company, Washington 6, D. C. 


o te 
May 6, 1950, AMERICAN LUMBERMAN © 

















eee 


2S are 
eet of 
10mes 
form 
lush 
using 
signs 
r that 


siness, 
John 
ocket 
t; and 
> and 
y not 
back 
=nt in 


when 
lothes 
ne is 
eople 
1. Yet 
0,000; 
e are 
od by 


y the 
ndus- 
y by 
1eans 
utput 
cent. 

into 


0,000 


oyed 
1g in 
issed 
shifts 
idus- 
nual 
hing- 
e in- 


yress 
busi- 
oo 
egis- 
ome 
con- 
uild- 


ArT 
2ngl- 


. & 
NO 


Edttortal 


Patterns for Profit 


[V. COMPETITIVE ETHICS 


In this series we have covered three elements of 
10 percent net profit—i.e., creative accounting, con- 
trolled consumer sales and manpower development. 
These are but partially effective without a fourth— 
Competitive Ethics. 

One of the finest characteristics of the American 
people is an ingrained sportsmanship. This is 
grounded in character and a reflection of Ethics. 

More and more this sense of sportsmanship is con- 
trolling management’s competitive policies in Ameri- 
can business. 

The era of “every man for himself and the devil 
take the hindmost” is evolving into one of “live and 
let live.” 

Recent conventions of the American Management 
Association and the Society for Advancement of Man- 
agement have pointed up the fact that American 
business will get further faster if cooperation in main- 
taining high ethical standards is applied to the rela- 
tions between competitors and between heretofore 
antagonistic elements in business such as organized 
workers and management. 

Of course as long as we have competitive enter- 
prise, (God grant that we may never lose it), we are 
going to have keen competition—the desire to win 
has been a major element in making our country 
what it is. 

But competition can have ethical rules, it can be 
sportsmanlike—there is no call for slugging, clipping. 
fouling and hitting below the belt in economic 
clinches, 

Competition can be hard, strenuous and clean 
among friends or even strangers when sportsmanship 
rules the game, but take away the sportsmanship and 
conflict, hate, bitterness, reprisals and losses are the 
result. 

We should bring the ethics of the bridge table and 
the golf course to our relations with our competitors. 

For those who do this, and who practice the other 
sound elements of profit described in this series, net 
profits are the result. 
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Regardless of the fact that the average dealer has 
not attained it in the past, most authorities agree 
that a 10 percent Net Profit before taxes is a proper 
and ethical goal for management in lumber and 
building products retailing. 

This is the fourth of a series of four editorials on 
Operational Policies which lead to a 10 percent 
Net Profit before taxes on a satisfactory ‘denis of 
business. 


BuILpinG Propucts MERCHANDISER 


It is true that chiselers stay in business and some 
make sizeable profits—it seems to be a law of nature 
that evil flourishes — for a time — but a survey of 
those dealers who make 10 percent net profit before 
taxes on their business year after year reveals that the 
overwhelming majority have high ethical standards 
in their competitive relations. They are the leaders 
in association work and group endeavors. 

Such practices as stealing another fellow’s cus- 
tomer with a “cut” price, or “soaking” a friend who 
trusts us and doesn’t “figure around”, then meeting 
the lowest competitive price secured by the chisel- 
ing buyer, are not ethical. Such practices boom- 
erang sooner or later. 

We should listen to that little elf at our elbow 
called conscience and ask ourselves “what is the de- 
cent thing to do?” 

It is sometimes even good business to “turn the 
other cheek”—retaliation and reprisals have a way 
of succeeding each other in a downward and very 
vicious cycle. A man to man visit with the “unethi- 
cal” competitor may often be profitably substituted 
for retaliatory measures. 

One man said naively, in a demoralized market, 
“the trouble with our situation is that nobody has 
any ethics but me.” 

If a man to man visit is held when a possible foul 
is committed, it often develops that the other fellow 
is just as ethical as you are and his “horns” disappear 
in mutual understanding. 

Most competitive ethics revolve around the areas 
of price and retail service. 

It is a consensus of opinion that a 10 percent net 
profit before taxes is an ethical profit in the retail 
lumber and building products business. We should 
price our goods accordingly (see Article I of this 
series), and render the service the price justifies. 

But when it comes to setting down our price and 
backing it up with service, we should do so as if God, 
our customer and our competitors were looking over 
our shoulder-—because they are! 
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ALUABLE SUGGESTIONS 

for developing your farm mar- 
ket have been outlined in another 
article by Prof. G. L. Nelson, an 
authority in farm building design 
at Oklahoma A. & M. College. This 
article will show why this market 
is worth developing. 

The current nation-wide build- 
ing boom—the greatest in the his- 
tory of the industry—also extends 
to the rural areas where building 
permits are not counted. 

A survey just completed by the 
U. S. Department of Agriculture 
county agents, in 2,918 counties 
throughout the nation, shows 102,- 
879 new farm homes under con- 
struction, 107,178 new barns and 
other large service structures, plus 
216.813 smaller service buildings. 
This survey was sponsored by the 
FARM JOURNAL. The dollar volume 
of this rural construction activity 
is expected to exceed $1,300,000,- 
000. 

“Records show that the average 
farmer spends about 5%. of his 
gross annual income for new build- 
ings and the maintenance of exist- 
ing structures,” according to Rich- 
ard Babcock, vice-president of 
FARM JOURNAL. “Applying this rule 
to the anticipated gross income of 
$27,500,000, we expect farm build- 
ing volume to exceed $1,300,000,- 
000.” 

The above figure includes only 
building materials and labor on the 
site. It does not include many ma- 
jor items sold by the dealer like 
water systems, kitchen and bath- 
room equipment, etc. In addition 
to new construction volume, the 
survey indicates that 238,003 farm 
houses will be remodeled this year, 
also 162,763 large barns and 205,- 
757 other farm buildings. 

The building material dealers’ 
potential in this market is drama- 
tized again when it is realized that 
there are 5,859,169 farms in the 
United States and that the average 
farm has seven service buildings 
in addition to the farmhouse. 
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Kich farm market 


Here are the facts and figures which show the 
tremendous volume of building materials and farm equipment 
needed by a year round customer . . . the farmer 


Still another survey made _ re- 
cently by the market research divi- 
sion of Owens-Corning Fiberglas 
Corp. showed that farmers pur- 
chase about 90°. of their building 
materials from the local lumber 
dealer. And approximately 75°. of 
the sales of the retail lumber 
dealer in towns of 10,000 and un- 
der, go to the rural market. 

That farmers are definitely in- 
terested in new homes is indicated 
by the record-breaking response of 
7,000 requests for one of six farm- 
house plans offered in ads placed 
by one lumber manufacturer in 15 
local farm papers late last year. 
Some 5,000 requests for plans were 
received within two weeks after 
the ads appeared. 


PRODUCT REQUIREMENTS 


What do all these figures mean 
from the standpoint of dollar vol- 
ume and profit to the building ma- 
terials dealer? The American farm, 
says COUNTRY GENTLEMAN, is the 
biggest single potential market for 
paint. Most of the country’s 40 
million farm buildings are wood 
and these farm buildings require 
paint. The trend toward painting 
farm buildings and dwellings the 
same color continues to increase. 
The survey by COUNTRY GENTLE- 
MAN shows that 50% or more of 
the exterior paint sold to farmers 
is applied by the owner, tenant or 
his family. Here, again, the coun- 
sel and advice that a dealer can 
make available to the farmer cov- 
ering preparation, application and 
proper use of paint will often make 
the difference between keeping a 
customer and losing one. 

Insulation is another major mar- 
ket for dealers serving the farmer. 
RURAL MARKETING reports that the 
farm market for insulation is near- 
ly 600 million feet annually. The 
greatest demand for _ insulation, 
according to estimates by the 


Owens-Cerning Fiberglas Corp., as 
the result of a farm survey, is in 
homes that are being remodeled or 
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used window ventilation an 
19% flues. Only 11% used mecha 
ical systems. Wet walls ran as hig’ 
as 29%. 
“There is no clear understandin 
of the relative values 
materials,” reported Prof. Harr 
chairman of Rutger 
University department of agric- 
ture engineering, who found fart 
ers lacked an understanding for t™ 
need, function and application 
moisture barriers. 
DEALERS’ ADVICE NEEDED 
“Certainly the farmer would D° 
be so lacking in understanding * 
his building material dealer was: 
little better informed and _ shar 
his knowledge with the farme! 
declared the professor. 
Farm fencing is also big bu 
ness for the dealer. A survey 
ducted by the University of Mint® 
sota Extension Service and la® 
reported in RURAL MARKETING * 
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dicated that farmers in that state 
spend one hour a year for every 
10 rods of fence on their land. 
The average Minnesota farm. of 
160 acres is estimated to have about 
720 rods of fencing and 720 posts. 
From 50 to 70 posts will be replaced 
each year. 

A prewar survey in Illinois gives 
an indication of the fencing break- 


dealer 


down: barbed wire 61° 
farms, 77° on general farms and 
79°. on dairy farms; woven wire 
23°. on grain farms, 10°. on gen- 
eral farms and 21°. on dairy farms. 
The Minnesota study placed the 
number of rods of fencing per acre 
at 4.5; in the Illinois survey it 
amounted to 5.8 rods per acre, vary- 
ing with the type of farm. 
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Midwest Farm Buying Requirements for 1950 


Building requirements of farmers 
in eight midwestern states (Illinois, 
Indiana, Iowa, Nebraska, Minnesota, 
North Dakota, South Dakota and 
Wisconsin) are indicated by this sur- 
vey completed late in 1949 by five 
publishers of midwest farm journals. 

Some 10,500 farm families were 
queried about their plans for building 
and equipment. Men were asked to 
fill out the questions on farm build- 
ings and equipment; the women were 


asked questions on the house, house 
furnishings and the poultry house. 
Replies were received from 1,816 
farmers. 

Tables below show both the per- 
centage of replies to each question 
and the projection of that percentage 
to the actual number of subscribers 
to the midwest farm papers in the 
eight states. This report is made 
available by the Midwest Farm Pa- 
per Unit. 





BUILDINGS Remodel: 
Planning to build: aa room es Bas 
House 4.9 57,715 Kitchen . 17. 
Ready-cut or prefabricated Bathroom 19.7 232,039 
house 0.8 9,423 Sun room 3.5 41,225 
Dairy barn 5.6 65,960 Attic Tee :: 2.4 28,269 
Silo 6.5 76,561 Kitchen cabinets . 15.0 176,680 
Hog house 16.2 190,814 Bathroom equipment 20.5 241,462 
Ready-built 1.3 15,312 Shower bath cabinet . 8.4 98,941 
Poultry house 14.2 167,257 Dining room . 3.6 42,403 
Ready-built 1.2 14,134 Bedrooms . 7.5 — 
Brooder house 8.2 96,585 Utility room 6.1 71,850 
Cake and bine: A. See 11.8 138,988 
Portable 4.0 47,115 Basement 11.7 137,810 
Temporary 3.6 42,403 Kitchen sink 17.6 207,304 
Machinery shed 20.1 236,751 
Milk house 124 146.055 PLUMBING, HEATING, COOKING 
Build yourself ..15.5 182,569 Septic tank ....... .17.7 208,482 
Build yourself 12.6 148411 Room or space heater: 
Permanent . 14.8 174,324 Coal-wood ... 2.2 25,913 
Garage 16.5 194,348 Co ee io NaF 
Remodel or repair house 42.5 500,593 Bottled gas installation 4.8 56,538 
15 Top States in Farm Income in 1949* 
LIVESTOCK AND 
PRODUCTS CROPS TOTAL 
1948 1949 1948 1949 1948 1949 
1,000 1,000 1,000 1,000 1,000 1,000 
Dollars Dollars Dollars Dollars Dollars Dollars 
Texas 58,558 49,956 77,174 195,656 135,732 245,612 
lowa 168,660 129,533 55,483 55,795 224,143 185,328 
California 73,341 60,663 122,631 115,391 195,972 176,054 
Illinois 99,946 78,580 58,004 50,934 157,950 129,514 
Kentucky 23,222 19,268 109,527 86,233 132,749 105,50! 
Minnesota 76,208 62,271 27,685 27,935 103,893 90,206 
Missouri 69,217 55,707 40,482 24,656 109,699 80,363 
Nebras| 54,910 43,103 34,501 34,280 89,411 77,383 
Indiana 62,685 50,930 24,459 21,050 87,144 71,980 
Ohio 58.012 47,450 25,802 24,192 83,814 71,642 
Wisconsin 71,090 61,963 7,190 6,259 78,280 68,222 
Kansas 47863 37521 35,605 29,399 83,468 +~=—-6,920 
New Yik 48,261 44,081 19,667 16,548 67,928 60,629 
Pennsylvania 52374 45,388 12,026 10,013 64,400 55,40! 
Michigan 37,895 31,803 16.152 22,547 54,047 54,350 
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Why Farmers Are Good 
Customers 


Farmers’ mental attitude about 
business conditions is better than 
that of city people. 

2) Farmers are not threatened with 
unemployment, fear of strikes or 
part-time work. 

3) Farm income is at an exception- 
ally high level. 

4) Farmers have more money to 
spend after the cost of living. 

5) Farm business is more stable than 
urban trade. 

6) Farmers buy the best quality. 

7) Farmers buy a greater volume of 
merchandise. 

8) Farmers are more selective in their 
buying. 

9) Most farmers know what they 

want to buy before they come 

into the store. Result: they are 
easier to wait on. 
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Bathroom 20.5 241,462 

Dairy barn 7.9 93,051 

Milk house 8.7 102,474 

Bathroom equipment 20.5 241,462 

Flush toilet 17.7 208,482 
ELECTRICAL 

Electric Lights: 

Poultry house 15.2 179,035 

Hog house ’ 12.0 141,344 
Pressure water system 17.4 204,949 
Mechanical Refrigerator: 

Electric 12.6 148,411 
Home freezer 19.1 224,972 
Built-in kitchen fan . 44 51,826 
Portable fans 5.1 60,071 
Water Heater: 

House .... 18.5 217,905 
Ventilating System: 

Poultry house 9.3 109,541 

Hog house 5.2 61,249 
Dairy barn .. . 9.7 114,253 
Milk house _.... . 94 110,719 
Electric fence . . 7.9 93,051 
Poultry brooder 8.0 94,229 

GENERAL FARM EQUIPMENT 
Barn hay drier . .» Ot 8,245 
Mechanical barn cleaner . 2.8 32,980 
Stock tank ... — 6.2 73,028 
Power post hole digger 6.5 76,561 
Milk cooler: 

Electric .. .. 7.0 82,451 
Hog feeders .. 11.3 133,099 
Poultry feeding equipment... .11.5 135,454 
Fencing .... 25.0 294,466 
Gates 17.5 206,126 
Posts: 

a cf 23.5 276,798 

Treated wood 9.5 111,897 
Lawn Mower: 

Hand 3.2 37,692 
Litter carrier 4.4 51,826 
Feed carrier .. .... 1S O78 
Power 12.4 146,055 


SPRAYS AND SPRAYING EQUIPMENT 
Compressed Air Sprayer: 


Power take-off __.. 3.2 37,692 
Livestock spraying attachments 2.1 24,735 
Crop spraying attachments... 6.9 81,273 
Paint spraying attachments... 3.3 38,870 
Weed killing chemicals 31.1 366,316 
Insecticides 16.3 191,992 
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HAT WOULD YOU THINK 

of a farm implement dealer 
who instead of selling a line of 
modern, efficient machinery and 
tractors ready to go to work in 
the field for his customers, tried 
to sell only the nuts, bolts, angle- 
iron, and bars which his farm cus- 
tomers could use to build their own 
machinery? This dealer could 
loudly proclaim that he had the 
best angle-iron, nuts, and bolts 
available anywhere; but how long 
would he stay in business? 

Such a farm machinery sales 
program would seem ridiculous, but 
it is little different from trying to 
develop a farm market for build- 
ing materials by offering farm cus- 
tomers only the pieces which go 
into the building, without a well- 
rounded construction service to 
help them obtain the completed 
building. 

Even though farmers have de- 
pended largely on their own abili- 
ties to construct necessary build- 
ings, the national investment in 
farm buildings and structures is 
around 20 billion dollars, compared 
to a national investment in farm 
machinery and production tools of 
only 8 billion dollars. We have no 
way of knowing how much bigger 
the investment in farm buildings 
would be if complete farm building 


services were generally available, © 


but we believe that such services 
to farm customers are long over- 
due. 

Estimates on the size of the 
farm construction market for badly 
needed repair and replacement only 
of existing farm buildings vary 
from a billion to a billion and a 
half dollars or more yearly. We 
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Give the farmer 


WHAT WE NEED 
iS A COMPLETED 
. BARN INSTEAD 


OF BUILDING- | 
\_ MATERIALS~ / 


SN 
SK 


G. L. NELSON 


G. L. Nelson is associate professor 
of Agricultural Engineering at Okla- 
homa A. and M. College, where he 
is in charge of the farm structures 
research and educational programs in 
the Department of Agricultural Engi- 
neering. Before coming to Oklahoma, 
he worked in farm structures design 
and promotion as agricultural engi- 
neer for the Portland Cement Asso- 
ciation, Chicago, Ill. He now works 
closely with the Oklahoma Lumber- 
men's Association in developing the 
Oklahoma Farm-Fitted Buildings pro- 
gram, to help show Oklahoma lumber 
and material dealers and farmers 
what kinds of farm buildings are 
needed to fit Oklahoma's farming 
needs. An important part of this pro- 
gram is the annual Farm Buildings 
Day, held at the A. and M. Demon- 
stration Farm, Oklahoma City, and 
co-sponsored by Oklahoma A. and M. 
College, Oklahoma Lumbermen's As- 
sociation, and the Oklahoma City 
Chamber of Commerce. 
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BY G. L. NELSON 


Associate Professor of Agricultural 
Engineering, Oklahoma A. & M. College, 


Stillwater, Okla. 





are sure that a worthwhile increase 
in this market is possible if farm. 
ers could get durable, well-designed 
buildings constructed on _ their 
farmstead just as readily as they 
can now get an implement or trac- 
tor brought out from the local in- 
plement dealer. Those who are 
closest to the farm market believe 
that there is a widespread demand 
for farm building services that can 
handle the planning, construction, 
and equipping of complete farm 
buildings at a turn-key price to the 
farmer. 


















FARMERS NEED COMPLETE SERVICE 





Local building material dealers 
who need to develop their farm 
market could build new farm trade 
and perform an invaluable service 
to their communities through of- 
fering farm customers this kind 
of a complete one-stop building 
service including sound construc- 
tion advice and planning help, 
trained construction crews, and 4 
line of modern barn and _ other 
farm building equipment so that 
the dealer could offer not only 
building materials, but a complete 
construction service that could 
build large or small service build 
ings or dwellings on farmsteads a! 
a turn-key price to the owner. 

Dealers with this kind of service 
in their organization would then 
be able to merchandise buildings 
instead of building materials, jus! 
as our implement dealers sell in- 
plements rather than angle-irol. 
bars, bolts, nuts, and other metal 
pieces. 

The farm construction field has 
generally been ignored. Farmers 
have been expected to-be their ow! 
construction specialists and handle 
their own farm building problems. 

Why should farmers be expected 
to be accomplished building crafts 
men any more than the local banke! 
is expected to be skilled in building 
trades? The answer is obvious. 
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' sometimes not 
; handle. 

; workmen, 
» equipment that go into the build- 
' ing, arrange for financing the con- 
§ struction, and supervise the entire 
| job until the building is ready to 
| be put into operation. 


what he wants-- 
building service uN 


Hi a 


rig 


How dealer and farmer can work together 
for mutual benefit explained by expert in 


farm structures design 


Skill in building trades is not 
learned over night or even by the 
experience in constructing one or 
two buildings. A considerable in- 
vestment is required in tools and 
equipment, such as concrete mixers, 
power saws, scaffolding, concrete 
fnishing tools, and many other 
kinds of equipment which the 
farmer isn’t justified in buying for 


» only one job, but needs neverthe- 
' less for high quality, efficient con- 


struction work. 


Management and_ supervision 


' over the construction of a major 
' farm building is an important re- 


which farmers are 
well qualified to 
Somebody must organize 
order materials and 


sponsibility 


Farmers can hardly be expected 


f to be familiar with all these de- 
) tails, 


or take the necessary time 


' from farming operations without 
} causing their 


farming programs 
to suffer. Farmers sometimes are 
not acquainted with the best mod- 
ern building materials and con- 


‘ struction methods that should be 


used if the building is to be struc- 
turally sound, correctly planned, 


and built at a reasonable cost. 


) DEALERS’ OPPORTUNITY 


Many case histories show that 
these problems seriously handicap 


| farmers who need new buildings. 


These case histories show that 


| when farmers depend on their own 


resources and ability to construct 
needed buildings, the construction 
\s delayed for four years or more 
after they decide new buildings are 
needed. This delay cannot be con- 
sidered sound management for 
farmers, nor does it help build 
business for local lumber and ma- 
terial dealers. 

One solution to many of these 


dr, . 
Bul pine Propucts MERCHANDISER 


M Pri 


farm construction problems ap- 
pears to be one-stop farm building 
services integrated with or spon- 
sored by local lumber and building 
supply dealers. Such farm build- 
ing services would certainly encour- 
age farmers to build their building 
needs now rather than delay con- 
struction beyond the time when 
they are first needed; and would 
help develop good will and new 
business for local dealers. 

Progressive dealers have recog- 
nized the need for one-stop farm 
building services and have taken 
steps to organize their businesses 
to meet the need. They have found 
that it pays good returns in new 
farm trade. 


DEALER CASE HISTORY 

An outstanding example was re- 
ported in these pages in an earlier 
issue, which told how a lumber 
and building supply dealer in a 
small mid-western community with 
a population of only 500 persons 
adopted a progressive merchan- 
dising program. He offers a com- 
plete building service to his cus- 
tomers so that they can call at 
the dealer’s office and secure a 
price on the completed barn or 
other farmstead building including 
the structure itself, equipment in 
the barn, and the labor necessary 
to construct the building. As a 
result, this dealer led the state in 
the sale of barn equipment and 
products. His company is in the 
business of selling farm buildings 
rather than the pieces that make 
up the building. 

Most dealers are very well ac- 
quainted with the effectiveness of 
urban home building services in 
selling materials to the urban home 
construction market. It is unlikely 
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that the present volume of urban 
home construction could have been 
obtained without the service or- 
ganizations that have performed 
so well with building supply deal- 
ers. A comparable type of service 


‘for the farm building market 


would surely put new life in the 
farm construction field. 

How might such a farm building 
service as we have discussed be 
organized and operated? Perhaps 
the essential part of the organiza- 
tion is a man who knows the ma- 
terial business and in addition 
understands farming problems and 
needs in his community as they 
affect farm building planning and 
construction. We will call this man 
a farm building service manager or 
specialist on the dealer’s staff. He 
should have some training and ex- 
perience in construction methods, 
and be thoroughly familiar with 
livestock and crop production, and 
farm management practices in his 
community. 

Many dealers already have a 
qualified person in their organiza- 
tion who could be developed to head 
up a farm building service. Other 
dealers who need to find this com- 
bination engineer and agriculturist 
could investigate graduates in 
Agricultural Engineering from 
their state land grant college. 

The farm building specialist 
with your farm building service, 
should be prepared to discuss and 
advise farm customers on a great 
many topics related to agriculture 
in order that he can give sound 
advice on helping farm customers 
fit needed buildings to their farms. 
We can think of a farm-fitted build- 
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West Coast Hemlock Flooring 


T. improve your competitive posi- 
tion, you will find it pays to feature 
Special 4-Square Lumber Products 
. . . to promote materials that help 
your builders deliver something extra 
in beauty and long life. 

West Coast Hemlock Flooring is 
such an item. It is the “Softwood 
Flooring that hardens with age’’. It 
is End-Matched with a hardwood 
pattern. It is extremely durable. 

Hemlock sands and finishes beau- 
tifully. It takes a lustrous high polish 
or a soft dull tone. Since it is End- 
Matched . . . tongued and grooved at 


Improve your 


PROFIT PICTURE 
with 


SPECIAL 4-SQUARE 
LUMBER PRODUCTS 


ends and edges... it lays up quickly 
and tightly. 

West Coast Hemlock Flooring is 
another Special Weyerhaeuser 4- 
Square Lumber Product that brings 
extra values to homes, stores and 
public buildings. It will spark your 
entire selling program and stimulate 
the sale of your regular lumber items. 

If you have not already done so, 
talk to your Weyerhaeuser represent- 
ative about the advantages of stock- 
ing West Coast Hemlock Flooring 
and the other items in the Special 
Line of 4-Square Products. 








a” ¢ 
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WEYERHAEUSER SALES COMPANY 
ST. PAUL 1, MINNESOTA 
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ing as one that is the right size 
and type, located in the right place 
on the farmstead, and built at a 
reasonable cost that will not put 
an undue burden on the farming 
program. Fitting buildings to the 
farm should take into account the 
customer’s financial limitations, his 
farming program, and the size of 
his farm. 

Clearly, the type of farming pro- 
gram that your prospective cus- 
tomer is carrying out, will help 
determine the kind of buildings he 
needs. A customer who is too far 
from a milk route to sell Grade A 
whole milk would not be a good 
prospect for a new Grade A milk- 
ing barn. Nor would there be much 
point in promoting a farm cus- 
tomer to build a beef cattle shelter 
when hog production is his main 
livestock enterprise. We could cite 
many other examples to show how 
important it is that the farm build- 
ing specialist know the farming 
programs of his customers. 

Another important part of fitting 
a building to a farm is locating it 
in the right place on the farmstead. 
The farm building specialist should 
understand the fundamentals of 
good farmstead planning. He should 
know how service buildings should 
be arranged with respect to each 
other for convenience in doing 
chore work around the farmstead, 
for good appearance, sanitation, 
and fire safety. He should under- 
stand how to plan the service build- 
Ing arrangement so that it will not 
Interfere with developing an at- 
tractive living area around the 
farm dwelling. Time spent with 
the farm customer in discussing 
his problems of farmstead planning 
and layout is time well spent, be- 
Cause the location of a building 
will very often influence the layout 
and cesign of the building. 

Helping farm customers choose 
the right type of building for hous- 
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YARD CREWS can work profitably during slack seasons build- 
ing portable structures like the cattle stock and hay feeder 


shown in these pictures. 


ing livestock or storing crops ought 
to be one of the functions of a 
farm building service manager. 
New methods of housing livestock 
and storing crops make it possible 
for farm customers to save on 
initial investment and at the same 
time obtain a building layout that 
is easier to use and does a better 
job of providing comfortable hous- 
ing for livestock or safe storage 
for crops. 

For example, dairymen have 
found that the so-called loafing or 
rest barn in some cases is an im- 
provement over dairy cattle hous- 
ing systems which provide an in- 
dividual stall for each cow. The 
loafing barn permits cattle more 
freedom of movement, and is be- 
lieved to result in better cow health, 
sharper appetites, and improved 
production. The milking parlor or 
milking barn used in connection 
with the loafing barn has special 
requirements that must be met if 
the customer is producing Grade A 
milk. The farm building specialist 
in the dealer’s farm building serv- 
ice should know the limitations of 
the different kinds of milking barns 
and stabling systems and should 
be able to advise a customer on 
the kind best suited to his farm. 

There is a large potential mar- 
ket for building materials to farm- 
ers who could specialize in hog 
production. Many hog producers 
favor a system of movable farrow- 
ing houses that can be moved to 
clean ground each year to control 
swine parasites and other diseases; 
but others favor a central farrow- 
ing and hog production building 
where the care of the sows, litters, 
and growing hogs can be central- 
ized. This kind of a layout calls 
for concrete paving around the 
building and sometimes concrete 
walks to pastures which are used 
in a three or four year rotation 
to help control disease. The build- 





ing specialist should understand 
how each of these layouts can be 
best used and what precautions are 
needed to control sanitation with 
each. 

New storage and crop handling 
methods for farm crops are being 
developed and introduced by col- 
leges and commercial manufactur- 
ers. Dealers should be prepared to 
discuss and advise farm customers 
on these. One example of these 
new types of storages is the up- 
right cylindrical container for 
chopped hay. This container is de- 
signed so that it can be used for 
mechanical curing of the hay and 
for self-feeding the chopped hay 
to livestock at the base of the con- 
tainer. 

The practice of mechanical con- 
ditioning and drying of crops on 
farms is gaining wider acceptance. 
It will have important influences on 
the design and construction of 
grain and hay storage structures. 
The farm building specialist should 
understand methods used in me- 
chanical drying of hay and grain 
so that he can advise customers 
how to incorporate these new 
methods in the construction of their 
hay and grain storage. 

There is a large market for new 
Grade A milking barns and milk- 
ing parlors in dairy areas through- 
out the country. Grade A milk 
inspectors are becoming less lenient 
with Grade A whole milk producers 
who now have inadequate milking 
facilities. The demand for Grade 
A milk is on the increase and cer- 
tainly will call for the construction 
of many new Grade A _ milking 
units. Farm customers need to be 
carefully advised on the construc- 
tion and layout of their milking 
barns so that the barns will meet 
with acceptance by local inspectors. 

Selecting the right kind of 
fencing and using the right ‘meth- 
ods for putting up fences is an im- 
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portant part of farmstead and 
farm building planning. Your farm 
customers need to have help in 
selecting the right size and kind 
of fencing and in choosing the 
right kind of line and corner posts. 
They need to know how to erect 
fences that will give many years 
of satisfactory, low-cost service 
without sagging or breaking down 
because of poor installation. 

Many other problems will con- 
front farm building specialists who 
consult with your farm customers. 
We believe that an agricultural en- 
gineer who wants to specialize in 
the farm construction field would 
be well qualified after some train- 
ing and experience in the material 
dealer’s business to win confidence 
and build good will by helping farm 
customers choose and _ construct 
buildings that will be a sound in- 
vestment and increase farmers’ 
pleasure and profit in their liveli- 
hood. 

Another kind of help that farm 
customers would expect from a one- 
stop farm building service by the 
building materials dealer would be 
suggested plans, farm building lay- 
outs and other construction infor- 
mation. Dealers who have a good 
assortment of farm building plans 
from commercial organizations and 
plan services operated by state 
land grant colleges could very often 
find a ready-made plan well suited 
to the customer’s needs. 

In other cases it would be neces- 
sary to make revisions in these 
plans or perhaps prepare a special 
plan. Here the agricultural engi- 
neer could be of service in design- 
ing and drafting detailed layout 
and working drawings for the kind 
and size of buildings that the cus- 
tomer needs. Some _ progressive 
dealers have found that preparing 
special plans and drawings for 
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MATERIALS plus the know-how are essential to provide a 
complete building service for the farmer. Many new Grade A 
milking parlors similar to the one shown here are needed 





farm customers to suit particular 
needs is a powerful tool in obtain- 
ing farm business. 

After plans for the _ building 
needed by the customer have been 
worked out, the farm building 
service should be able to send out 
trained construction crews to exe- 
cute the plan from beginning to 
end. The construction crew should 
have a conscientious foreman and 
all necessary skills, including car- 
penters, masons, plumbers, and 
electricians. When the customer 
so desires, he could be permitted 
to supply his own common labor 
to help reduce his financial outlay. 

A complete farm building service 
organization should include a well 
rounded line of modern farm build- 
ing equipment, including insula- 
tion materials, prefabricated fram- 
ing members, ventilation systems, 
stanchion hardware, and _. other 
modern farm building equipment; 
because the equipment in a farm 
building is just as essential to the 
successful operation of the build- 
ing as the walls, roofs and other 
structural parts. In many cases 
the entire building is planned 
around the equipment used in the 
building. 

Financing an important farm 
building is a serious problem to 
many farmers and one that has 
often held back construction of 
needed farm improvements. The 
farm building service should have 
contacts with local lending agencies 
in order to help farm customers 
arrange for credit. Local sources 
of credit would be encouraged to 
help finance farm buildings if they 
knew they would be correctly 
planned and soundly built. 

The need for improved financing 
of farm building construction has 
been recognized on a national scale 
by the new loan program being 








throughout the nation’s dairy area. A complete farm building 





service could offer the dairyman the complete structure with 
all necessary equipment installed. 


administered by the Farmers 
Home Administration. Under this 
program farmers can obtain low 
cost loans for all kinds of farm 
service buildings as well as dwell- 
ings. These loans are carried with 
low interest and are amortized by 
payments over periods extending 
up to 33 years. It is comparable 
in many ways to the lending pro- 
gram insured by the Federal Hous- 
ing Administration for urban 
dwelling construction. The Farn- 
er’s Home Administration _ pro- 
gram, if continued beyond the 
projected four-year period of the 
present program, could be an in- 
portant help to dealers in promot- 
ing customers to construct needed 
farm buildings. 

An aggressive advertising and 
promotional campaign should be an 
essential part of a farm construc- 
tion service. The program should ac- 
quaint customers with the one-stop 
farm building service offered by the 
local dealer. It ought to let farm 
customers know that the dealer is 
selling buildings that will be espe- 
cially fitted to the needs of his cus- 
tomers. The state lumber dealers 
association in one mid-western 
state is building its farm promo- 
tion program around the slogal 
Farm-Fitted Buildings, in order t 
encourage dealers to adopt a pre 
gressive sales and service program 
for farm customers. 

Farm building plans available 
from land grant colleges and other 
plan sources can only show what 
should go into modern farm build 
ings. Translating these plans inte 
structures that are efficient pro 
duction tools for farm customers 
requires local dealers who wil 
think of the farm construction 
business as the business of selling 
construction services as well as com 
struction materials. 
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85% of all Prospective Home Owners 





When you promote something 
your customers really want, sales 
and profits come quicker. That’s 
what happens when you promote 
oak flooring—because 85% of all 
home buyers want it in their next 
home—the one they are looking 
for now. 

Contractors quickly see the value 
of your promotion because they 


want Oak Floors 








know that a house sells faster when 
it possesses features their prospects 
want—like oak flooring. 


And the good profit in oak floor- 
ing becomes even better when your 
promotion increases your volume. 
Talk, promote and sell Oak in 
every grade for houses of any style 
or any price. 


See our catalog in Sweet's 


NATIONAL OAK FLOORING MANUFACTURERS’ ASSOCIATION 


DEPT. 6-5-1 ° 


Ire 
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814 STERICK BUILDING * 


MEMPHIS 3, TENNESSEE 


PROMOTE OAK — fst choice of 85% 













MEET YOUR GOOD CUSTOMER... THE FARMER 


Serving the building needs 
of farm customers 


Don Sontag, Minnesota dealer in a town 

of 850 people, believes you should know more about 
farming methods than your customers to help 

solve their construction problems 


ERON LAKE, located in a rich 

corn and hog raising country 
in southeastern Minnesota, has a 
population of 850. This is where 
Don Sontag, manager of the Son- 
tag Lumber Co. and president of 
the Independent Lumber Dealers 
Association of Minnesota got his 
first experience in a retail yard as 
a boy of 17. 

And today, still in Heron Lake, 
Sontag is carrying on a successful 
retail lumber business, 75°) of 
which is to farm customers. As 
the result of his early farm back- 
ground, Sontag notices the smart 
things farmers do and the poor 
farming practices of others. He 
reads four leading farm magazines. 
When a farmer comes in with a 
new idea he has read about, Son- 
tag can discuss it with him. He 
is convinced that the building ma- 
terials dealer must know more 


about the farming methods in his 
community than his customers. He 
should know where a barn ought 
to go in relation to the house and 
general purpose buildings; how he 
plans to store his feed and clean 
his barn and basic information 
about general farm management. 

“When I have all the informa- 
tion I need from the farmer,” ex- 
plains Sontag, “I can usually de- 
sign a barn to fit his needs. In 
most cases I know the farm, the 
farm buildings and how the farmer 
operates.” 


This knowledge has saved money 
for many of Sontag’s customers. 
There was A. H. Pohlman, who 
farms east of Heron Lake. Pohl- 
man built a 36x36 machine shed 
to house a combine and a field for- 
age chopper, machinery which cost 
him $10,000. This shed had end 


ae ~ 
Bre oe SP fag OE. 


THIS BARN was designed by Don Sontag in 1926 to previde downhill feeding for a 
farm customer.’ The plan proved so successful that a wing, shown at the left was 
added in 1941 to provide space for feeder cattle as well as hogs. 


PAUL HARTMAN, right, says “Don is very helpful in planning what the farmer 
wants. Best of all, he keeps up with thestrénds.” Machine shed* (40x70), in the 
background. was furnished by the Sontag EximbBer Co. een 
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DON SONTAG, who understands the 
farmer's building problems. 


doors 22 feet wide and 15 feet 
high. Pohlman decided to enlarge 
the shed by removing one end and 
extending the building 40 feet. Son- 
tag and Pohlman went over the 
plan. Since the shed must bear 
considerable wind, Sontag’s  solu- 
tion was to leave the original ends 
of the building intact, build the 
addition with a new end, leaving 
the original end as a bracing but 
with a sufficient opening to move 
machinery through. 

Pohlman wanted to enlarge his 
dairy barn to increase his herd 
from 18 to 33 head. He expected 
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Sontag took over the management 


w spend $8,000 for a new barn, but 
of the yard, is still being used suc- 


gontag convinced him that $1,000 


spent on remodeling his present cessfully today. 
, uate accom- is . . 
barn could — — te “a a To keep up with the demands for 
S > rar oree » . ° ° e 
modations. " . a plans for farm buildings this 
, s her Ow 2 : . 
Pohiman to cut his herd down be spring, Sontag employed Dale 


cause of labor shortage, Pohlman 


: ; 2 : : Swanson, a graduate of Dunwoodey 
was thankful for Sontag’s advice. 


, g Institute in Minneapolis, as an 
tauing > cus +” money, Son- . , : 
Saving the cus at ' a4 ") we architectural draftsman. Plan 

tag believes, 18 not lost protits, bu books are scanned for the ideas 


. divide in ¢ od cust 4 CcOon- ‘ . : 
a dividend in added customer con they provide, but most farm build- 


ings must be individually designed 
to do the job. 


fidence. 

Sometimes a problem stimulates 
Sontag’s capacity for invention. 
(ne farmer wanted a combination 
granary and barn under one roof. 


Sontag does not confine his ef- 
forts to helping farmers with their 
Taking advantage of a hill, Son- building problems. He has made 
tag planned a building which per- a study of the housewife’s work 
mits downhill feeding at a tremend- problems and, if necessary, will 
ous saving in labor. This building, through the motions of prepar- 
erected in 1926, one year after ing a meal to convince a woman 














customer that her kitchen 


be better planned. 

For building materials dealers 
serving the farmer, Sontag has 
this advice, based on his own ex- 
perience: 


might 


Know the farming methods of 
your community. You can’t help 
the customer unless you know what 
he is doing. 

Maintain an interest in activities 
about you; observe your customers’ 
habits and needs. 

Gain and hold customers’ 
confidence. 


your 


Keep an open mind. Even in a 
community of 850 persons, you'll 
find plenty of customers with good 
ideas—ideas that you can pass on 
to others. 
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building to do the job required at a reasonable price. The | SONG AREA x 
problem here was to provide a relatively large cattle feeding 2 


| 
area that was well protected against cold Minnesota weather. Il ied 
Sontag’s combination of a two-story barn with part of the hay its a 
area open to the ground and lean-tos on two sides effectively 
answers the problem. The key to the design of the building is 
the way Sontag has used the lean-to and second floor mow 
framing as a substitute for the full length joists that normally 
lie a two-story barn together. To design and sell buildings to 


fit the individual 


his customers get 
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customer’s needs means that Sontag keeps 


himself up to date on building methods and product uses. It 
also means he is willing to devote time and effort to see that 


the most building for their money. 
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There used to be on old saying that “Pigs are Pigs” but everyone knows the 1) : 
falseness of that statement, because everyone knows there’s a whale of a differ- sets a) 
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PACKAGED SALES including both 
labor and materials are promoted by 
Alexander Lumber Co., Earlville, Il. 
This is one section of a big display ad 
which was headed Use Your Credit at CHICKEN HOUSES 
Alexander Lumber Co. Take as Long BARNS HOG HOUSES 


as Three Years to Pay. Copy 


emphasized the “no down payment” angle. CONCRETE FEED FLOORS 
Installments might be paid monthly, WIRE FENCES — POSTS — GATES 


quarterly, semi-annually or annually. 





ing and new structures on your farm. 
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SOURCES FOR A GOOD 
FARM MAILING LIST 


NOT EVERY FARMER is a 
sod one. To save postage and 
printing costs, it is important to 
send direct mail pieces to the best 
prospective customers. Here are 
me suggestions for securing 
names for a good farm mailing list. 

1) Farm implement dealers. 

2) County courthouse records. In 
many counties the assessors’ maps 
show locations of all farms to- 
gether with the acreage and name 
of the owner. 

3) County credit bureaus. Mem- 
bers of such bureaus can often buy 
alist of well-rated names. 

4) List of automobile and truck 
registrations. These are available 
in some states from commercial 
mailing list firms on a county basis 
at so much per name. 

5) List of county fair exhibitors. 
This list will give the names of 
farmers who are famous for their 
agricultural achievements. 

6) Open house, prize drawings 
or contests should include registra- 
tion cards. 

7) The telephone directory — so 
obvious that it is often overlooked. 


LIBRARY OF FARM LITERATURE 
WILL HELP YOU SELL 


DEALERS WHO EXPECT to 
serve the farm market effectively 
must be informed on a wide vari- 
ety of farm subjects. If they do 
not know an answer to a particular 
question, they should at least know 
where they can find it. 

The various bulletins listed here 
are available from the United 
States Department of Agriculture, 
Agricultural Research Administra- 
tion, Beltsville, Md. Dealers -who 
awe interested in building up a 
good library should request a copy 
of Information Series No. 68 which 
lists a wide variety of bulletins, 
circulars and miscellaneous publi- 
cations available free or at nominal 
charge 
. For detailed information regard- 
Ing farm building problems and 
crops in your area, consult with 
your county agent and the agricul- 
tural engineering department of 
your state university. 

Helpful books and pamphlets are 


also available from your building 


Materials manufacturer. Here are 
Wo suggestions: The Farm Book, 
Guide to Better Farming with 


Bette | Buildings, ($1) issued by 
West Coast Woods, 1410 S. W. Mor- 
‘son St., Portland 11, Oreg.; Bet- 


ter Furm Buildings with Exterior 
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Plywood (free), available from 
Douglas Fir Plywood Association, 
Tacoma Building, Tacoma 2, Wash. 
Below are listed some of the bul- 
letins available from the Federal 
government source listed above: 


Principles of Dairy Barn Ventilation 

Planning the Farm Homestead 

Cooling Milk and Cream on the Farm 

Painting on the Farm 

Simple Plumbing Repairs in the Home 

Practical Hog Houses 

Poultry Keeping in Back Yards 

Protection of Buildings and Farm Property 
from Lightning 

Poultry Houses ‘and Fixtures 

Farmhouse Plans 

Modernizing Farmhouses 

Roof Coverings for Farm Buildings and 
Their Repair 

Selection of Lumber for Farm and Home 
Building 

Use of Concrete on the Farm 

Silos: Types and Construction 

Farm Fences 

Electric Motors for the Farm 

Closets and Storage Spaces 

Foundations for Farm Buildings 

Fireplaces and Chimneys 

Storage for Small Grains and Shelled Corn 
on the Farm 

Your Farmhouse—How to Plan Remodeling 








SALES AND SERVICE | 
: || | Ee te: eae 


Your Farmhouse—Insulating and Weather- 
proofing 

Your Farmhouse—Planning the Bathroom 

Farmhouse Plans for Northeastern States 

Planning the Electric Water System and 
Plumbing for Our Farmstead 

Your Farmhouse—Heating 

Preventing Moisture in Farmhouses 

Waterproofing Concrete and Other Ma- 
sonry Walls Above Ground 


DEALER SELLS COMPLETE JOB 

For the full story of one of the 
country's outstanding dealers serving 
the farm market, look up your Feb- 
ruary 14, 1948 issue of AL&BPM. The 
Rolling Prairie Lumber and Grain Co., 
Rolling Prairie, Ind., furnishes the 
complete job —labor, materials and 
barn equipment. 

Sales of barn equipment in a single 
structure often cael a price of the 
building itself. 

Truck drivers receive a weekly mim- 
eographed sheet listing new items 
received, new stock expected, price 
changes, etc. This sheet is placed in 
an isinglass case in the sink cab to- 
gether with a photostatic map show- 
ing the company's trading area. 


DEAS THAT CLICK 





FARM BUILDINGS PROGRAM wins National award of merit for Oklahoma Lumber- 
men’s Association. Left to right, Dr. Louis E. Hawkins, vice-director of the Oklahoma 
A. & M. agricultural experiment station; E. W. Shreader, head, agricultural engineers, 


holding the presentation which won the award. 
Stillwater, and R. O. Fox. R. O. Fox Lumber Co., Stillwater, look on. 


Roy Hoke, Roy Hoke Lumber Co., 
Farm-fitted 


buildings designed by A. & M. engineers are promoted by Oklahoma lumber dealers. 


. OKLAHOMA DEALERS in co- 
operation with Oklahoma A. & M. 
College are making a definite effort 
to serve the farmer. Five farm 
buildings especially adapted for 
use by farmers and ranchers have 
been designed by A. & M. agricul- 
tural engineers. Plans for these 
buildings are made available by the 
Oklahoma Lumbermen’s Associa- 
tion. 
Several dealers have taken parts 
of these plans, such as the headgate 
for the corral, and built it for the 
county agent to take with him to 
all the county fairs. This promo- 
tion idea, of course, has secured 
favorable recognition for the dealer 


as the right man to furnish a com- 
plete farm building job. Many 
dealers have used these plans as 
mailing pieces to their preferred 
customers. 

A round-the-clock operation has 
been set up by one Oklahoma dealer 
to serve the farmers who bring 
their cattle to the packing plant 
area as early as 1 or 2 a.m. in or- 
der to be in line with their trucks. 
While waiting, the farmers have a 
chance to visit and order any ma- 
terials they may need to*take back 
to the farm. . 

Other dealers have found that a 
location adjacent to a stock yard is 

continued on page 100 
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sells barn 
equipment 


Farmers like to buy the whole package — and 
equipment fits right in the picture 


Package selling on a wide scale 
has been perhaps the dominant 
move in the retail lumber business 
in the last decade. Labor shortages 
during the war, and the high cost 
of labor since the war, has given 
package selling a special impetus in 
many farm areas. 

As dealers have taken on addi- 
tional products, they have offered 
a more complete building service— 
and once in the package selling 
business, they have found it profit- 
able to take on still other products. 

Not too many years ago, the 
typical country yard handled lum- 
ber and not much else. Slowly 
hardware, cement, paint and other 
basic building materials were added 
to the stocks for sale, until a farm- 
er could buy all the materials for a 
building at one place. But even 
then, few dealers wrapped farm 
sales up in a package. 

Factory built, laminated fram- 
ing, when it appeared on the mar- 
ket fifteen years ago, began to 


Modern barns use much equipment which shoula be sold with 
the building materials:- The stanchion barn at right requires - 
stanchions, water cups, and a- ventilating system. . The pen type 
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Wisconsin dealer 









make the dealer and the farmer 
conscious of the benefits of pack- 
aged buildings. 

From that time, the concept has 
spread rapidly and in many forms. 
Some dealers supply the basic 
building materials, as a complete 
bill; others supply the materials 
plus the labor to give the farmer a 
completed ready-to-use building. 
Still other dealers supply all this, 
plus the equipment that the farmer 
needs in the use of the building. 
This move is the final step in the 
rural dealer’s growth from a ware- 
houser of building materials into a 
true building products merchant. 

L. I. Eastman, of the Eastman- 
Cartwright Lumber Company, in 
Lancaster and Platteville, Wiscon- 
sin, reports that his company has 
been making package sales for 
years—and the package includes 
the equipment “because it is as 
easy to sell the building with the 
equipment as without it—perhaps 
easier.” 





This barn represents a sale by Eastman Cartwright Lumbe 
Company. Laneaster, Wise., that included all the equipment i 
addition to the building materials. Notice exhaust and intak 
vents for electric ventilating system included in the sale. 


barn at left, which is coming into favor in some areas, requir 
a well designed ventilating system, since manure and mozstur 
‘accamulate over a petiod of. weeks before barn cleanings. 
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Eastman says they could neve 
see the sense of selling building 
materials one day—then letting the 
farmer return to town the next day 
to buy his equipment from some 
body else. Consequently the stanch- 
ions, hay track, ventilators and 
milk house equipment are all in- 
cluded with the building materiak 
to give the farmer a complete price 
on the building ready to use. 

The wheels of progress have 
worked to make it both easier ani 
more natural for the lumber dealer 
to make this type of sale. The 
farmer is continuously being in- 
pressed with the importance of 
thinking of his buildings in terms 
of the end use to which they will 
be put, and consequently he thinks 
in terms of everything in the buill- 
ing as a package. 

New building materials made it 
easy for the farmer to insulate his 
barn, and his chicken and _ hog 
house, hence improving his own 
working conditions and the health 







































“Show me a better way 
to build business...” 


replies the New Holland Aluminum man 


My New Holland business is built on service and satisfaction— 
the best way I know. 48-hour shipment from our mill over the 

areas served, gives the dealer what he wants when he wants it. And 
7. the product gives the user what he wants, too. It’s light, strong, 
ale, rotproof, rustproof, fireproof—and low cost. 
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SEE how easy it is to apply New 
Holland Aluminum Roofing. 
First sheet is followed by over- 
lapping second sheet—and so on. 
Simple, isn’t it? And low first 
cost is last cost for years to come. 
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Second row overlaps first, with indi- 
vidual sheets overlapping each other 
as in first row. No wonder, users 
prefer it, recommend it, always 
specify it for repairs and original 
construction. 
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Siding, too, is just as easy to apply. Anyone who 
can drive a nail can do it. Once a customer— 
always a customer and a friend. That’s how New 
Holland builds business for dealers; how dealers 
build business for the salesman. 








New Ho.tianbD 
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Get full details of New Holland 
Dealer Profit Proposition—prices, 
discounts, deliveries. Find out 
how New Holland helps keep 
business rolling for you. Just 











fill in the coupon and get the 
facts—quick. Department A-5i 
New Holland Metals Company, 
Mountville, Pa. 
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Roof ventilators, water troughs, and feed- 
ers are other good equipment items in 
most rural yards. 


and productivity of stock. But in- 
sulation brought with it a new 
problem, ventilation, because the 
tightly insulated building trapped 
the moisture given off by the stock. 
At first a good many dealers tended 
to let the farmer find his own way 
out of this problem. 





Modern milk house requirements mean 
many sales for the progressive dealers. 
Yacks, electric coolers and water pumps 
are some of the items usually needed. 


On the other hand, Eastman 
Cartwright, and many other pro- 
gressive dealers, turned the situa- 
tion to their advantage. A number 
of Eastman Cartwright men went 
to the James Company plant at 
Fort Atkinson, Wisconsin, to learn 
the why’s and how’s of proper ven- 
tilation. With this information, 
they were able to sell electric ven- 
tilating equipment right along with 
building materials. 


This photo (not at Eastman-Cartwright) 
shows a typical display of barn equip- 
ment. Every item here could be sold as 
part of the original barn bill. 














































































Eastman reports that once it be- 
came evident to the farmers that 
his company could design insulated 
buildings properly ventilated, the 
sale of the complete building in- 
cluding materials and equipment 
became more of a routine matter. 


Dealers’ column 


“Most farmers do not read a 
great deal,” says Don Sontag, man- 
ager of the Sontag Lumber Co., 
Heron Lake, Minn. ‘Many haven’t 
time enough. When farmers read, 
they read about the things in which 
they are interested.” 

And those are the things that 
Sontag inserts in his weekly col- 
umn Slivers, which runs in the 
Heron Lake News every week. It 








Eastman 


Cartwright 








Lumber 


company is one of many companig 
throughout the country that haye 
made barn—and farm—equipment 
both a profitable sideline and poten 
stimulant to the sale of building 


materials. 


is read by farmers 


describes new products—what they 


are and what they will do. 


New 


farm buildings and farm improve- 

ments in the area are described. 
“Tt is difficult to get farmers to 

read ads as such,” says Sontag. 


“They read _ Slivers 
make it interesting 
spicy comments or jokes. 


because 
with a 


we 
few 


Refer- 


ences to our products are short 


and to the point.” 
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Heron Lake, Minn., 


Thursday, Jan. 5, 1950 No. 47 








Published in the Interests of 
the People of Heron Lake and 
Vicinity by SONTAG LUMBER 
COMPANY. 

If you have a barn that has 
a lot of “crack ventilation” we 
know a way to eliminate the 
cracks with the least work and 
expense. The answer is to 
cover it with galvanized brick 
design siding. It goes on the 
barn fast, needs no paint, and 
is much cheaper than drop sid- 
ing or lap siding. 


A Mouthful 


Two German fishermen were 
trying their luck on opposite 
banks of the River Spree. The 
angler on the American zone 
bank was pulling in fish after 
fish, but the man on the Rus- 
sian bank was not getting a 
nibble. The latter finally yelled 
in irritation. “How do you man- 
age to catch so many while I 
get none?” “Very simple,” 
“Over here, the fish aren’t 
afraid to open their mouths.” 

Some asphalt shingles blew 
up pretty badly in the big wind 
of October 10th. We made it a 
point to look at quite a few 
roofs during the storm. We no- 
ticed that the USG Thick Butts 
were less affected than any 
similar roofs. 

We might add that there is 
a copper clip that can be used 
when the shingles are laid or at 





anytime after it is laid that 
will lock the shingles down per- 
manently and positively. We 
have a few on hand and more 
ordered. They are easily and 
quickly applied. 


Not Guilty 

Mother—“Isn’t it surprising 
that Mrs. Brown can never see 
any faults in her children.” 

Dad—‘“Mothers never can.” 

Mother—“What a silly thing 
to say. Just like a man. I’m 
sure I could see faults in our 
children—if they had any.” 

We are fortunate in having a 
good supply of 10 foot galvan- 
ized corrugated roofing that is 
an ideal covering for eight foot 
corn cribs. Since the steel 
strike there has been very lit- 
tle steel roofing available. That 
is why we say we are fortunate 
in having not only a good sup- 
ply of 10 foot but other lengths 
as well. 

Clever 


An old woman was drawing 
the warrant for her first old-age 
pension. 

“Your ticket to heaven,” 
clerk said, handing it to 
with a patronizing smile. 

“Not exactly a ticket,” 
old woman replied, taking the 
warrant, “but it will make the 
waiting room a little more com- 
fortable.” 


the 
her 
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A “BEST SELLER” 


with a Big, Established Demand 


@ Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
... These and other modernized features place the Gabriel Basement Window in a 
class by itself . . . Traditional high quality and excellent construction add superiority 

.. Top or bottom opening gives any desired amount of ventilation . . . Available 
in popular 2-light sash of modular dimension . . . Concentrate on Gabriel Basement 





Windows for more profits . . . Builders know their advantages . . . Home owners 
prefer them. SOLD THROUGH DEALERS ONLY. 


Write for catalog A showing complete line of home-building specialties. 


AS: we 
PRODUCTS 
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SAS RIEL me ae ae COMPAN Y 
1/3700 Sherwood, Defrost /2, Mich. 


National Sales Representatives: HARRIS, Inc., 200 E. Long St., Columbus 15, Ohio 














for WESTERN = WOODS 


Specializing in Mixed Cars 
of 


IDAHO WHITE PINE 
PONDEROSA PINE 













ENGELMANN SPRUCE 

INLAND RED CEDAR FRAMES 

FIR AND LARCH CUT STOCK 
MOULDINGS 


CUT-TO-LENGTH TRIMS 


Sales Office: 
449 Peyton Building 
P.O. Box 1290 


Teletype — Sp-105 
Telephone MAdison 0121 
SPOKANE, WASHINGTON 


for name of nearest wholesaler call 


Pack River Lumber Co., Sandpoint, Idaho 











Representing [ Northwest Timber Co., ‘Gibbs. Idaho 
Thompson Falls Lumber Co., Thompson Falls, Mont. 
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MEET YOUR GOOD CUSTOMER... THE FARMER 
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Selling the 


Farmer 


Two successful dealers make sales and profits by selling 





OWN in the corn growing 

country of central Illinois, 
Kent Lumber company managers at 
El] Paso and Minonk prove that if 
you sell your customers the way 
they want to be sold—and make 
it easy for them to buy— volume 
and profits can be good. 

Farmers in this section raise 
corn—as much and as fine quality 
as anywhere in the world—and 
they raise hogs and they fatten 
cattle. This kind of farming means 
specialized buildings. The big dairy 
barns of other territories are miss- 
ing. In their place, at least one 
overhead grainery and corn crib 
towers over every farmstead. There 
is a machine shed, a battery of in- 
dividual hog brooder houses, a 
small chicken house, and probably 
a simple one story barn or shed for 
feeding cattle. Frequently the one 
other farmstead building — the 
house—looks like it had been trans- 
planted from some pleasant sub- 
urban area. 

Henri Mohar at Minonk, Illinois, 






Henri Mohar, Kent manager at Minonk. 
is typical of today’s progressive dealers 
who keep abreast of new ideas and new 
products—and sell their customers the 
way they want to buy. 


60 


materials the way the farmer wants to buy — in a package 


and K. A, 


Larochelle, 
at El Paso, have each had a big 
hand over the years in the erection 
of these buildings. Similarities and 
contrasts in the two men’s opera- 
tions are interesting to observe. 


(Frenchy ) 


GOTHIC ROOFS 


Larochelle has leaned heavily 
toward laminated, Gothic type wood 
framing for graineries and ma- 
chine sheds. His territory is well 
marked with round roofed build- 
ings. Lerochelle took to this kind 
of construction first, no doubt, be- 
cause he liked it and believed in 
it. But he stresses also that the 
engineered features of such build- 
ings make them particularly easy 
to sell. And he gives most credit 
for his success with laminated 
framing to the Rilco field man, 
Kar] Peterson. He says that Peter- 
son’s product and building know- 
ledge, plus his eagerness to help 
the dealer and the farmer, are 
chiefly responsible for so many 
Rilco rafter sales. 


One of a number of types of houses- 


built at Kent Lumber company Minonk 
yard. Both this house and the El Paso 
house shown above are designed to get 
plenty of sunshine inside, 








A well built, gambrel roofed overhead 
grainary and corn crib sold by Mohar, 


With labor and know-how available. 
either Mohar or Larochelle can erect g 
building like this for a farmer on short 
notice. 


Whoever gets the credit, here 
is a case where a progressive dealer 
has made use of the services offered 
by a progressive salesman to create 
profitable business and_ satisfied 
customers. 


GAMBREL ROOFS 


Up the highway at Minock, Henri 
Mohar also sells overhead grain- 
eries and corn cribs—but most of 
his sales turn out with gambrel 
roofs. The reason is simple enough. 
The carpenter-contractors in his 
area have built good gambrel roof 
cribs for years—and the customers 
are satisfied with them. He is sell- 
ing his customers the way they 




























































One variety of 
built by L. A. 


Illinois. 


portable hog house 
Larochelle at El Paso. 


This simple plant and two trucks keeps 
both farmers and townspeople supplied 
with ready mixed concrete at Minonk. 
Customers can haul out small batches 


tin mortar boxes supplied by company. 
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\ right is the round roofed type machine shed sold by La- 
rochelle. The more conventional shed below was sold from the 


Minonk vard. Both yards have sold and erected numerous of 
the round’ roofed machine sheds on farms. The building shown 
here was built in El Paso as a garage for school buses. 








be sold. It is likely that 
some day his customers will—for 
a variety of reasons— decide they 
want the laminated, factory built 
framing for their cribs. When they 


want to 


are ready, Mohar will sell them 
what they want. 

In the meantime, both Larochelle 
and Mohar are not only selling their 
customers what they want, they 
are selling them the way they want 
to be sold. In most cases, this means 
a crib all ready to receive those big 
ears of Illinois corn. 

Each dealer has crews who can 
turn out the completed job. 

Both Mohar and Larochelle be- 
lieve this is one of their strongest 
selling tools. Farm labor is too ex- 
pensive for the farmer to do his 
own building—and he often doesn’t 
have time. Larochelle reports farm- 
ers often wait until near fall to 
make certain their corn crop is 
good—then order a building and 
expect it built almost at once. Kent 
yards make good on these demands 
because they have tried plans and 
trained crews—plus the fact they 
have progressive, aggressive, man- 
agers who take hold of a job and 
see it through. 

Progress has come to these yards 
In many different forms and for 
many different reasons. 


READY MIX 


_ Rather recently they have put 
In ready mix cement plants. These 
are small plants, with one yard 
Capacity. They were added because 
city ready mix trucks were begin- 
ling to move into the territory and 
eat into the cement business, even 
on the farm. These plants have 
brouzht problems Larochelle and 
Mohar have solved in various ways. 
Lavochelle bunches his orders for 
Mos: efficiency. He finds that he 
can often supply a man to mix a’ 
sma’ batch by hand cheaper than 
usinv the plant. A half yard of 


2 
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Aluminum - sheath- 


ing and_ roofing 
have become very 
popular on the 
farm. It can be ap- 
plied to prefabed 
metal buildings 
such as this — also 
on gothic and con- 
ventional construc- 
tional construction. 


ready mix brings five dollars—and 
it costs more than that to clean up 
the mixer and truck. None-the-less, 
the plant is a valuable and profit- 
able investment, when orders are 
bunched. And it is a good sales 
weapon. For any construction, the 
farmer finds it cheaper to use 
ready mix. He cannot find labor to 
haul gravel and mix by hand. Con- 
cequently, Kent Lumber company 
has a selling jump on many jobs. 

At Minonk, Mohar is experiment- 
ing with using left overs from 
batches to make precast septic tank 
covers. He also is using mortar 
boxes so farmers and home owners 
can carry home their own small 
batches of ready mix. They return 
the mortar box on their next trip 
to town. Mohar also finds that the 
plant is a good selling tool. It saves 
the farmer labor troubles on bigger 
jobs, so he buys at Kent’s. 

PORTABLE BUILDINGS 

Both dealers do a big business in 
yard built portable hog housing. 
Farmers use portable housing al- 
most exclusively to beat the disease 
problem by keeping their pigs on 
clean ground, Mohar and Larochelle 
supply a variety of designs, both 
in single and double housing, to 
suit every farmer. These houses 
are built primarily during the 
winter months. at odd times when 
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teynolds Metals company. 


Photo courtesy 


the crews not otherwise em- 


ployed. 


are 


FARM HOUSING 


In addition to overhead cribs and 
portable buildings, both dealers sel! 
a large number of Rilco machine 
sheds, and do a big business in 
farm housing, both new and repair. 

The supplying of labor in ad- 
dition to materials has had a big 
influence on the housing trade. A 
farmer can get a remodeled kitchen, 
a new roof and porch, or a new 
house, and Kent’s supplies as much 
or as little labor as the farmer 
wants. Mohar has his own heating 
and plumbing men. Larochelle gets 
this work done for the customer. 
In housing as in graineries, these 
dealers go all out to sell the dealer 
what he wants, the way he wants 
to buy. 


KEY TO SUCCESS 


Larochelle and Mohar have 
worked out details of their opera- 
tions differently, but they are 
equally successful retail-lumber 
merchants because they keep their 
eye on the ball. They are in busi- 
ness to sell materials at,a profit. 
If this means getting avready mix 
plant, selling packaged buildings, 
supplying labor, or designing plans, 
these men are ready to accept each 
challenge and solve it. 
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THIS COMPLETE 


Wolmaniged Lumbar, 
SALES PROMOTION PLAN 
MAKES MONEY FOR YOU! 


























SOSS Invisible Hinges are a must for any 
complete builder’s Hardware line. Stock 
them—display them—and they’II sell them- 
selves. With each passing year more and 
more architects, builders and contractors 
are using these unique and modern SOSS 
Hinges because they are the only hinges 
that are mortised in the door where they 
are completely hidden from view. There 
is no protruding hinge butt to mar the 
graceful streamlining of modern design. 
SOSS Hinges are nationally advertised in Here's a plan to help you earn good profits 
leading consumer, architectural and build- selling Wolmanized Pressure-Treated Lumber. 


ing publications. You'll find that they will You receive all the facts you need plus sales 


eillaiaiiee tain eid iis promotional, advertising and display material 
ny ee ee yee Eee ” ™ to help make your efforts pay off quickly. 
For complete information and prices just There’s a wide open opportunity here for 
attach coupon to letterhead and mail. you to obtain new business. You can readily 
sell clean, longer-lasting Wolmanized Pressure- 
Treated Lumber wherever the threat of decay 
or termites exists—in home construction, to 


. industries, for heavy construction projects and 
for scores of farm applications. 

IN Was ! BLE Get started now. Write for 

+41 NGES free folder describing the 


complete Wolmanized* 


Lumber Merchandising Plan. 
*Reg. U.S. Pat. Off. 
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ATTACH COUPON TO LETTERHEAD AND MAIL AMERICAN LUMBER & TREATING COMPANY 


1670 McCormick Buildin @ Chicago 4, Illinois 
S oO S S M A N U FACTU RI N G co MPA NY @ Branch Offices in Boston, tn Baltimore, thot Fla., 





Little Rock, Ark., Los Angeles, San Francisco, and Portland, Ore. 


21783 Hoover Road, Detroit 13, Michigan 









Please send me complete informction and prices. 








NAME i Profit WOLMANT 
STREET UTI EE PRLSSURE LUMBER 
ciTy cs STATE TREATED 
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AMERICAN LUMBERMAN 
HOUSE PLAN 
OF THE MONTH 





Features: 1) Reception hall with direct access to second 
floor and through hall to kitchen and rear of house. 2) 
Large living room with ell-shaped dining area at end to 
give spacious effect. 3) Kitchen with U-shaped cabinets, 
stove and refrigerator food preparation center. Low bar 
back of stove with dining space on other side. 4) Laun- 
dry and utility room off rear hall with washer, dryer and 
ironer. Food canning could also be done here. 5) Bath 
and dressing room off landing where men can come in to 
clean up and change clothes. 6) Three large bedrooms 












2s 5" UTILITY sas ie 




















al with storage wall cabinets with sliding doors. 7) Sewing 
room with large storage cabinet; could be used for bed- 
or room. 8) Duo use bath so that tub can be used separately. 
ly 
=" Complete working blueprints and_ specifications of 
Ly House 50-4 are now available for $7.00 per set. Two 
0 RECREATION sets of plans for this home are $12.00, three are $15.00 
4 and four $18.00. 
, 4 at eae ss ee 2 si Please order plans by number, enclosing payment, and 
> | BASEMENT LAYOUT is divided to provide utility, address to AMERICAN LUMBERMAN, 139 North Clark 
: recreation, and storage space. Note outside entrance to St., Chicago 2, III. 
basement, an important feature in farm home design. 
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FikST FLOOR PLAN is designed for comfortable LARGE ROOMS, ample closet space, and compact 
lring, maximum convenience. arrangement feature the second floor plan. 
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NO. 7 - YARD PLANNING SERIES 








Mason material shed 


[JD EALERS WHO SELL a con- 

siderable volume of bag goods 
have always been confronted with 
a problem of handling and storage. 
Products falling into this classifi- 
cation are heavy, such as plaster, 
lime, cement, etc. They must be 
kept dry. They may be stacked 
only a limited number of packages 
high without pallet support, to 
avoid compression of the material 
on the bottom. Provision must be 
made to transport or carry them 
both into and out of storage effi- 
ciently and economically. 

Because of these requirements, a 
special type of warehouse has been 
evolved through the vears, com- 
monly known as the masonry ma- 
terial shed. Basically it is a sealed, 
rectangular structure with two or 
more sliding or folding doors on 
each side. It is usually built at 
dock height, and the framing de- 
tails are sufficiently strong, par- 
ticularly the footings, joists, and 
floor, to support the load. 

Thus, materials received from a 
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freight car are moved into storage 
through the doors along one side 
without a change of elevation, and 
are moved to the bed of a truck 
through the opposite openings, also 
without a change of elevation. 

The shed shown here is a typical, 


familiar type of masonry ware- 
house. It is designed primarily 
for use with conveyor or hand 


truck handling equipment, although 
many sheds of this type have been 
adapted for use with fork lift 
trucks. If the latter type of ma- 
chinery is employed, care must be 
taken to insure proper load bear- 
ing capacities of the footings and 
floor; not to support the equipment 
itself but because lift trucks per- 
mit the higher piling of palletized 
materials. Also, a ramp should be 
built at one or both ends to permit 
the trucks to move into and away 
from the shed. 

The specifications of the shed 
shown here call for a braced rafter 
assembly with bearing posts at 10’ 
intervals laterally. Considerably 
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MASON MATERIAL SHED 
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more efficiency in space Ut ilizatios 
is effected by building cleay Spar 
trusses which eliminate al] interng| 
supporting members. 

While it is true there is a def. 
nite trend in modern yard design. 
ing to reduce the number of speeja). 
ized storage structures, there are 
many yards where a shed of th: 
type described here can be used 4, 
good advantage. It does provid 
the flexibility of an open are 
warehouse, and the straight line 
flow that keeps handling costs at « 
minimum. 

There is also another factor jy 
favor of a special shed or seale; 
area for bag goods, and that is ¢ 
confine the dust that inevitably j 
associated with their handling ané 
storage. By segregating them, the 
dust cannot settle on other prod. 
ucts stored nearby. 

The question of whether it js 
essential to have modern ware. 
houses at dock level is not agreed 
upon by present day designers 
Some feel that ground level is bet- 
ter, particularly if mechanical hap- 
dling equipment is employed. They 
reason that the problem of raising 
and lowering the products is elimi- 
nated with the equipment, and that 
a ground level warehouse is en- 
tirely flexible in space utilization. 

This is certainly true, and for 
the dealer who plans a multi-pur- 
pose storage building, it would 
probably ‘be more efficient and eco- 
nomical to plan it this way. But 


































































































































































































for the dealer whose volume of 
bag goods is nominal, and who 
moves the materials manually, the V 
masonry shed can do an effective Ci 
job in his yard. sl 
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The finest Ponderosa Pine, Sugar Pine, White Fir, 


of logs are preci- Douglas Fir, Incense Cedar 
sion-manufactured into quality 


lumber products by Tarter, Webster & 

Johnson—in modern mills, manned by skilled 

crews. All stock double-end trimmed. Dimension 
eased-edge. Careful seasoning, handling and loading 
—standard grades—insure you the best of satisfaction. 
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hos Lumber, Mouldings, Doors 
» the Cut Stock, Pine Plywood 
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it is Our Specialties 

Ware- Pine and Fir Boards and Dimension 

gree Pine, White Fir and Douglas Fir Mouldings 

Top Quality Ponderosa Pine Doors 

» ie ; White Fir Selects, Shop, Common, Dimension 

es : Ponderosa, Douglas Fir and White Fir Cut Stock 
Nan- 
The y Consult us on your next requirements 
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elimi- No. 1 Montgomery St., San Francisco, California 
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— PERMANENCE . WORKABILITY 
wht : 
the — When PERMA GLAZE is applied, it adheres tena- sa When you open a barrel of PERMA GLAZE, there 
ctive FF —ciously to both the glass and the sash. Its outer @m 4 is no separation of the ingredients. PERMA GLAZE 
| surface sets up fast, forming a tough, weather- ®@ remains in suspension in storage indefinitely. There 
proof coating to protect the soft, adhesive bond. | is no time lost in kneading PERMA GLAZE to the 
PERMA GLAZE never dries out. It remains resilient, HRM = “Ptama ciaze desired consistency. Ready to go when you open 
uneffected by climatic changes. It will not crack the barrel, PERMA GLAZE saves you money by 
or check. saving time. 
SEER BER EBB EREe ee e e eee eee eee ee 
UNIFORMITY UNEXCELLED QUALITY 
Batch after batch of PERMA GLAZE produced Made by the makers of FAMOUS QD Primeless 
under laboratory control is identical. From top || Putty, PERMA GLAZE is the latest step in money- 
a.¢. to bottom in the barrel, and in barrel after |% saving, worry-free glazing. Where PERMA GLAZE 
barrel, there is no difference. When you use has had to meet definite specifications, the quali- 
PERMA GLAZE, you can be sure that the same ties of production runs have actually exceeded 
excellent results will be achieved EVERY TIME. + such requirements. PERMA GLAZE means just one 
“< 8 thing - the best glazing job for the lowest cost. 
; LABORATORY CONTROL 
115 ASSURES YOU OF ALL 4 EVERYTIME 





612 S. MAIN ST. 
TH E BIDDLE C0. st.touis 2, Mo. 
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For those so called “impulse” buyers 
who just can’t wait after they’ve seen 
a product and decided on it, it’s 
sound business sense to carry a good 
stock of Wal-lite Decorative Wall 
Panels. That way you are always 
ready for those customers who want 
fast action. Don’t let them cool off 
or go elsewhere. Stock Wal-lite and 
supply them immediately. 


Then there’s the customer who is in 
no hurry, who will give you time to 
secure additional Wal-lite from your 
jobber who carries ample stocks to 
supply you quickly. You can also go 
after and get those larger commer- 
cial jobs requiring thousands of feet 
of Wal-lite (more than you'd ever 
carry) and the factory will supply 
you quickly through your Wal-lite 
jobber. You'll sell more when you 
stock Walz-lite. 


ompany 
as City, Mo. 


Manufacturing : 


10th & Fayette, N. Kans 
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EVE 
News of National Interest from Organized Dealer Group, Washi! 
pointec 
to the 
Dealer 


CONVENTION NEWS | f.: 


paper, 
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GEORGIA 

The Georgia Lumber and Sup- 
ply Dealers held their 25th annual 
convention in Savannah on April 
3-5. Over 200 dealers, manufac- 
turers, wholesalers, and guests 
were registered for the three-day 
meeting. 

A full schedule of timely and 
pertinent business sessions fol- 
lowed the opening day program of by th 
golf, Hoo Hoo Coneatenation, and forma 
a “Get Acquainted” party for all os Fol 
persons attending the convention 
and their wives. 

The business sessions were de- 
voted to such important discussions 


NEW JERSEY DEALERS 


respo' 
ordin: 
E. DONALD STERNER, president of the J public 
Sterner Coal & Lumber Co., Belmar tiviti 


as public relations, application of N. J., left, being congratulated upon bis & office: 
the wage and hour law, distributi reelection to the presidency. of the Ney ; 
ongale RW, GIStFOUtIOn Jersey Lumbermen’s Association by Paul (COM 


policies, mechanized handling of W. Cadwallader, past president. Other 3e' 
materials, farm housing loans, and = — were — bab aains « 1936, 
. nion, Irs vice yresident; Arthur 5 
dent; G. Bernard Roesler, Hackensack. ) 
Ferguson, The Celotex Corporation, treasurer, and Edward C. Frick, Verom. J Cong 
Chester C. Kelsey, Asbestos Ce- secretary-treasurer. p ican 
ment Products Assn., George Pet- 
ters, Johns-Manville Sales Corp., 
D. J. Hardenbrook, Union Bag and 
Paper Company, Richard Ben 
Wand, Southern Lumber Journal. 


Over 800 dealers and their wives attendel & Inc., 
the three-day convention held at Hotel Be He 
Traymore, Atlantic City, Mar. 22-24. “Cet 
Highlight of the business session was 3 7 
panel discussion on “State and Federal & — 
Housing.” » McG 
“Get 


3usi 


OFFICERS ELECTED AT RECENT NEW ORLEANS MEET j of tl 


Com 
i 














2) ni a 
i Bile 4 < 
‘ A ™ sn i f 
THOMAS H. HARREL, center, Harrel Builders Supply Co., Winnfield, La., was electet 
president of the Louisiana Building Material Dealers Association at its 30th annua ) 
convention in New Orleans, Mar. 15-16. Other officers elected were J. Morton Myatt. 
seated left, Louisiana Lumber Supply Co., Baton Rouge, second vice president. and 
Ruford H. Smith, seated right, Mouton Lumber Co., Lafayette, first vice president. 
George E. Knoop, standing left, Otte Knoop Lumber & Realty Co., New Orleans, w® 
reelected treasurer and R. Needham Ball, standing right, was reelected executive Vit . 


president. 
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to the National Retail Lumber 
Dealers Association. 

Mr. Wilson has a _ record of 
thirty years experience in news- 
| paper, sales training and promo- 
tion, and public relations work. He 
has been closely associated with 
the construction industry for the 


| public relations programs and ac- 





| Company. 


APPOINTMENT 
NRLDA announces E. B. Wilson as 
new public relations consultant 
EVERETT B. WILSON, of 

Washington, D. C., has been ap- 

pointed public relations consultant 


past ten years as a consultant to 
various building industry groups, 
including the Producers’ Council 
with which he remains associated. 


During 1948 and 1949, he also 
conducted the public relations 
phases of the highly successful 


public attitudes program financed 
by the Construction Industry In- 
formation Committee. 

For NRLDA, Mr. Wilson will be 
responsible for the planning, co- 
ordinating, and development of 


tivities under the guidance of the 
officers of the Association and the 
Committee on Public Relations. 

3efore coming to Washington in 
1936, Mr. Wilson had been con- 
nected with the City News Bureau 
of Chicago, the Chicago-Tribune, 
Congoleum-Nairn, Inc., the Amer- 
ican Meat Institute, Trade-Ways, 
Inc., and the Kroger Company. 

He is the author of two books, 
“Getting Things Done in Busi- 
ness,” published in 1937 by 
McGraw-Hill Book Company, and 
“Getting Along with People in 
Business,” to be published in May 
of this year by Funk and Wagnalls 





Amount American 1 People Saved aaah Year: 





» Amount American People Added to or 9 oF Subtracted 
“ _from Their Savings by Years 
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Bring in 
Extra Rental 
with this All-Job 


AMERICAN Deluxe 7 


More profits coming your way 
-.. when you round out your 
line of rental machines with 
this new improved American 
Deluxe! Does a professional 
maintenance job on all floors 
—asphalt tile, rubber tile, lino- 
leum, wood, terrazzo, concrete, 
all new compositions. Saves 
time... Saves effort... increases 
life and luster of floors! 

Ample power for polishing, 
scrubbing, scouring, steel 
wooling, buffing, disc sanding 
... Maintains full brush speed 
on any floor. Has new adjust- 
able handle, full 90° swing to 
vertical for storing or proper 
angle for tall or short operators. 
Easily detached for transport- 
ing. Safety-grip switch... and 
more plus features! 14’, 16” 
and 19” sizes. Send coupon 
for new bulletin and free profit- 
plan booklet. 






Profits (7 


i 


Ore 
ay 


Little American 8” 
Floor Sander . 

lever-type ... pro- 
duces __ professional 


results in rental use. 


American Spinner 
Floor Edgers... 
disc-type sander 
finishes right up to 
Yo Kel tee) Milelel a Mtl gh 
closets. 5¥%2" & 7" 


discs. 


American Rental 8” 
Floor Sander ... tilt- 
type ...an ideal light 
weight machine. 











AMERICAN 


FLOOR MACHINES...PORTABLE TOOLS 


ee Se 
The ea Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio 


oO Send 12- eames illustrated free booklet showing 
how to make money in the floor sander rental 
business. 


| j 
f ' 
I I 
, O Send latest catalog on the following, without I 
I obligation: t 
| ©) Maintenance Machine  FloorSanders | 
1 Floor Edgers | 
Name 
I Street. ! 
I I 


City. 


SEND COUPON TODAY! 








State 
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“Give-aways” that open 
the door | 
to more sales! 






























T’S a dead give-away that, when you hand 

these folders to your customers and mail 
them out regularly, you’ll boost your sales of 
Pennvernon Window Glass. And, since 
Pennvernon is recognized as “window glass 
at its best,” your selling job is bound to be 
even simpler and more successful. People 
know that Pennvernon has excellent visional 
properties; that it has a brilliant surface 
finish on both sides of the sheet. Why not 
plan to use these two folders—as “give-aways” 
and alternate them in periodic mailings to 
a select list of your customers? They've been 
made suitable for envelope enclosure — 
3” x 6”—with plenty of space for your im- 
print. 





















there are these other sales builders 


... besides 


—to help you plan a complete, sales-winning effort; 
(1) an eye-catching counter easel; (2) a real “stopper” 





~~ of a window card; (3) an effective decalcomania for 
1s 2 identifying your store as Pennvernon headquarters; 
Pennuernon ) an ingeni iece wi ior f 

(4) an ingenious 3-piece window streamer for fall use; 
Window Grass 










(5) order-clinching newspaper mats. Now’s the time 
to put these helpers to work. You can get them by 
calling or writing your Pittsburgh Plate Glass Com- 
pany branch or jobber. 


aN 


Pernvernon WINDOW GLASS 


PAINTS GLASS 





CHEMICALS BRUSHES PLASTICS 


Ir 


PITTSBURGH 









PLATE GLASS COMPANY 








National Retailers Endorse 
Highway Sign Program 


A new, colorful, powerful type g 
highway sign that is dramatic anj 
effective 24 hours a day, has recent) 
been announced by the National Aj. 
vertising Company of Waukesha, Wis 

Because of the widespread use anj 
benefits of this type of advertising 
for retail lumber and_ building prod. 
ucts dealers everywhere, the National 
Retail Lumber Dealers Associatioy 
has endorsed the sign and authorize) 
the company to bring its product t 
the attention of all of its deale 
members throughout the country, 

Of sturdy, steel construction, the 
display features a 7’ x3’ main pand 
of the Certigrade home, so widely 
publicized by the Red Cedar Sing\ 
3ureau, together with the = slogan 
“Where Your Home Begins.” Both 
the main panel and the dealer name 
panel are reflectorized with ‘“Scotch- 
lite’* to give them night-time as well 
as day-time attention. 














The National Advertising Compan 
with division offices in principal cities, 
assists in the selection of the most 
advantageous location for the signs, 
pays the lease rental, state or local 
taxes, or license fees. It erects the 
sign in concrete, insures it against 
damage or loss for any reasou, 
against property damage for $100,000, 
and against public liability for $500, 
000. 

In addition, the company services 
the sign in every respect, keeps it 
clean and attractive, in good repail 
at all times, and even replaces it if 
necessary. The dealer pays only fo 
the time the sign is delivering adver- 
tising value, and credits are given 









te at 
a pe 
é ard 
a | 
4 





for any period of ineffectiveness due 
to blowdowns, detours, or damage. 

Thousands of NRLDA members att 
already using the highway signs I 
their trading areas. Others are being 
added to the number daily, giving the 
program important nationwide in- 
pact and general industry benefits, 
as well as service to each individual 
dealer locally. 






*Registered Trademark of 
Mining & Mfg. Co. 


Minnesota 
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i is the way to your customer's heart! 
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mo A permanently elastic economy 
‘ate compound Ze seeced work 
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= FOR SASH AND DOOR 


dealer 

ry. MANUFACTURERS 

1, th 

fe 

videly Here’s a new improved glazing 
Singl compound especially for sash and 
logan door manufacturers that FACILI- 























= TATES FAST SHIPPING. New 
a low-cost MILL-GLAZE inaddition 
ol to faster better setting qualities 
stands up better under vibration, 
npany shock of yard handling and un- 
cities, usual weather conditions. An easy 
most to glaze fast working compound. 
pat Ideal for primed or unprimed sash. oa ™ 
ocal It holds fast without checking and, : t f B G W d 
__ cracking. Send for trial order to- | eau I U EE EE In OWS 
a day. Available in 25, 50, 100, 375 | 
_ and 1,000 Ib. drums. D-P also | fealures rm 
Mn manufactures quick setting Prime- tlhed about 
x saniead | acl BEEGEE Windowe 
ves D-P Products are the Fastest- | EASY HOUSEKEEPING 
it Selling because they’re the best! —__ Clean the OUTSIDE 
y fol | from the INSIDE! GLASS EASY 
a D-P PUTTIES...acomplete line for wood, metal | TO CLEAN 
givel : neg HEALTH and COMFORT All al ; il 
= = — ——" iii Ask jobber for , Bee Gee ventilating unit stops in any cnn teal aie 
“F Futty selector . | position—from closed to maximum and outside from 


: , ing. i f tilati 
D-P GLAZING COMPOUND...A top quality opening. Permits control of ventilation INSIDE the room. 


™ . from three directions of wind. Women are quick to 
product for adverse conditions of weather and vibra- | see how this Bee Gee 
tion and for longer lasting requirements. . ONE COMPLETE UNIT Window feature 


The factory pre-fitted Bee Gee Window makes cleaning and 
D-P CAULKING COMPOUND CARTRIDGES is one complete unit consisting of housekeeping easier. 





AND GUNS... Popular quality compound in cans FRAME, pre-fit glazed SASH with glass Ee, mous Bee Gee 
i i : bedded in putty, copper SCREEN and : 

or cartridges and a selection of caulking guns for i. HARDWARE Bey Windows are sold 

home use or contractors. . ne Ctory. only through local 













MORE STYLE... MORE BEAUTY the falioving states 


D-P TILE 
The LOOKED FOR LOOK in modern Michigan, Ohio, In- 


CEMENT. ee with 





: windows with more than 42 styles and diana, Kentucky, 
# attractive counter sizes for every home plan and build- West Virginia, Penn- 
ei display 24 tubes to ing requirement. sylvania, New York. 
4 


carton, new white 








a wonder cement for | For more window sales and gealtr Crofts : 

“iy many purposes 
around the house or SELL Bee GEE WINDOWS 

due for decorators. | : 

‘i for full details... write today... 

s in 5 | under 

eing Send your order today! | manufestinet ed 

» the rs 

im- = 

fl fm «The DICKS-PONTIUS Co. BROWN-GRAVES Co 
Makers of quality putty products since 1867 = 

a AC OHIO ¢ Alexandria, Va. « Atlanta, Ga. AKRON 1, OHIO 
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Everybody's Doing It 


Love isn’t the only thing that happens to people in 
the spring. With the first spring breeze, everyone 
gets a terrific yen to get out and stroll lazily in the 
sun and look at things .. . early-budding flowers in 
the garden, displays in shop windows, other people’s 
hats. So cash in on this universal impulse with the 
best displays you’ve ever featured. 

People never look at displays as often, or give them 
such close, eager, generous attention as in the spring. 
In summer it’s too hot, in winter it’s too cold and 
in the fall they’re too busy—but the next few months 
are made to order. Give them something worth 
stopping for—and something that will do a super 
selling job for you. 


One-Hoss-Shay 


Usually two horses can pull harder than one. And 
two companies collaborating on a display can often 
pack more pulling power into their windows than the 
dealer who always does the same old thing. Also, 
working as a team is a good excuse for sending some 
publicity stories to your newspapers and attracting 
even more attention to your displays. 

How about trying this new twist to liven things 
up this spring? Make a list of the merchants in 
your town who feature the smartest-looking windows. 
Then invite a different one to collaborate with you 
each week throughout the month of May. 

To add interest in your displays and make it worth 
your fellow-merchants’ while, place a.placard in each 
window giving proper credit not only to “guest” com- 
panies, but to individuals participating in your Guest 
Month. One of the quickest ways to attract local 
attention is to carry news about local people. Giving 
them their day in the sun also attracts attention to 
you and builds good will. 

A nice way to do it is with easy-to-read “credit” 
placards reading like this one. 

SPECIAL THEME: Living Room Magic 
GUEST-OF-THE-WEEK: Kent Decorating Shop 
GUEST-DISPLAY-ARTIST: Lucy McClellan 

It’s not only good business for you but a fine thing 

to raise the stature of local people. 


° 


More Money in Your Pocket 


Have you ever tried stimulating community-wide 
interest in better displays? A special campaign in 
this direction pays off in four ways. 

First, you can, if you go at it right, build up a 
profitable sideline by selling other retailers a variety 
of materials for interior and window displays. Second, 
if you play these contacts right, it puts you in line 
for more lucrative store remodeling jobs. 

Third, anything that improves business in your 
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town generally, means more profits for everyone, 
Fourth, store owners and executives who _ increase 
sales through better displays are in a better position 
to modernize their stores or their homes—may he 
cultivated as customers for one or the other—or both, 

One of the best entrées to any man is to go to 
him with a practical idea for increasing his business 
profits. If you can sell him on even a small job that 
will increase his firm’s business, you stand a much 
stronger chance of landing his “private” business 
as Mr. John Q. Homeowner or Homebuilder. 














Try the New York Touch 


Here’s an idea used by one of New York’s most 
exclusive women’s shops. It can easily be adapted by 
all kinds of stores featuring “shadow-box” display 
cases. 

Throughout the entire store, each showcase is lined 
with eye-catching wallpaper full of violets scattered 
with a generous hand over a bright white background. 
It is a perfect background for all kinds of feminine 
accessories. 

So many showcases go unnoticed—and the mer- 
chandise in them—because there’s no coordinating 
note, nothing but the unimaginative use of solid 
color, rarely or never changed. 

Why not try selling a number of merchants in 
non-competitive businesses on fresh, new wallpaper 
for spring—suggesting to each a different theme to 
add more buy-appeal to his displays? Something 
highly individual and distinctive that can be seen 
in his store only. It may be a wallpaper splashed 
with apple blossoms—or an English landscape to make 
people take new interest and pleasure in his displays. 



















Springboard for Sales 





The more familiar and realistic the display props, 
the more people linger. Flowers on a mantel piece 
for instance, or a child’s toy. The “homier-looking’ 
your displays, the better. Simplicity is another fea- 
ture of the most popular displays. Objects must 
have breathing space around them to be seen, and 
remembered! Moreover, each item should have 4 
good reason for being included in “the picture” o 
display—so each can heighten interest and attention 
in everything around it, and keep attention focused 
on that window. 

Even the smallest shops in New York City make 
a special point of changing their window displays 
frequently. If people know you do this, they make 
a point of “always looking at Meade’s.” But if you 
give the impression that your windows stay the same, 
week after week, month after month, people take it 
for granted “there’s nothing worth seeing 4 
Rhoade’s” . . . pass by even when things have bee 
changed. 
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New Sisalkraft Posters 
free to Dealers 


A series of four 3-color posters, 
size 11 x 24”, is offered to lumber 
jealers without charge. The post- 
ers feature some of the many uses 
for which Sisalkraft is popular and 
provide interesting point of sale 


display material for both sales- 
rooms and yards. Posters are avail- 
able on farm uses, construction 


uses, and also on Sisalation reflec- 
tive insulation. They are printed 


an 
Tmt . 
pease : tiger ge le 

f CORN AND GRASS SHOE 

FREMCR SOS : 
UMERGEMCT ERATE O15 
28 URERS.. CORN CES 
SHE CASS AND POOR S2AiS 
COVERIRG TRUCKS AND PRODECE 


PROTECTION MACHER AG CORIPIRENT 
SOVERING SEED SEDS 
QURINE STERIILATOR PROCESS 
COVERING BU CHING FEDS 
HELD SBADE SHELTERS 


AS OTTER BL ABRETS OR 
MUS CARH OORS 


AS BUUDUNG-PAPER FOR BOMES, 
BALMS AMD ALi FARM SUHOERES 





on durable enamel stock and can 
easily be put up with thumb tacks 
or scotch tape. For any of these 
attractive posters, or all four, write 
The Sisalkraft €Co., Dept. AL3, 205 
W. Wacker Drive, Chicago 6, III. 


“Hi-Dri" Display Model 
Helps Close Sales 


This striking, attention-getting 
display model features the Louden 
“Hi-Dri” Hay Drier. It is de- 
signed as a counter and window 
display as well as a demonstration 
unit for use by the dealer’s outside 
salesmen. For counter or window 


display, remove corner and _ place 
display sign (attached to inside 
cover of case) in slots on the fan 


housing as shown in the illustra- 


ton an motor cord connects with 
110 vit outlet. To further activate 
the display, cut thin strips of grass 
green crepe paper (approximately 


1 ” 


s \ide) and place over the lat- 
eral Cucts. The inside cover of the 


display case contains facts and fig- 
ures (n the “Hi-Dri’” and complete 
Instr. tions on ordering a “Hi- 


Bun. xq Propucts MERCHANDISER 











Dri” for a specific job. Write the 
Louden Machinery Company, Dept. 
AL, Fairfield, Iowa. 


"Shelf" Hardware Featured 
in Yale Counter Display 


A dramatic counter merchandis- 
er and display is a key factor in 
each of Yale & Towne’s 1950 five 
packaged promotions for Yale stock 
locks, door closers and other “shelf 
hardware.” Shown here is the mar- 
keting device to display four night- 
latches as they actually appear on 
doors, as well as a stock of these 
products in their bright red Yale 
boxes within easy reach of consum- 
ers. Simple, non-technical lan- 
guage describes the degree of 
security provided by each night- 
latch model and the application of 
these locks. The other packaged 
promotions relate to screen door 
hardware, cabinet locks, padlocks 
and door closers. Each of the pro- 
motions is a separate marketing 
program in which are integrated 
point-of-purchase displays, consum- 
er advertising, trade paper adver- 
tising, dealer advertising aids, and 
direct mail to form a total “mer- 


YALE 


Povke SECESS | 





7 ADDED 
FEATURES... 


You get them all in the new 
Moisture Register Model RF 4 


You can save money, protect sales and 
increase customer goodwill by using 
the Model RF 4, Moisture Register’s 
newest electronic instrument for test- 
ing moisture content in wood and 
wood products. Check these features: 


* Guaranteed accuracy. Only instru- 
ment testing from zero to 25%. 
2” penetration. 


* New proximity fuse type tube and 
radio frequency oscillator unit for 
compactness, greater accuracy and 
increased stability. 


* Oversize spring-loaded - electrodes 
give perfect contact. Tests smooth 
or rough surfaces. No needles to 
mar surface. 


* Precise calibrations for 80 wood 
varieties. Calibrations accurately 
charted by susceptance variation 

_ method after 3 years of research. 


* Automatic battery voltage control 
maintains constant voltage for life 
of batteries. Radio type batteries 
obtainable everywhere. 


* Simple to use. Only 2 controls. Flip 
the switch, read the dial, check the 
chart—all in 3 seconds! 


* Cast aluminum instrument case and 
all-metal gun for extra ruggedness. 
Easy to carry. Complete unit weighs 
only 7 lbs. Contained in sturdy, vel- 
vet lined, fabrikoid covered case. 


Price $148.50 F.O.B Alhambra. 








10 DAY FREE TRIAL! 


Try it for 10 days free. Use it. Prove 
it’s more accurate, easier to use. Send 
for one today. No obligation! 














Write for information on Moisture 
Register instruments specially designed 
for the paper, textile, leather and 
wood industries. 


ELECTRON Sars 


The standard in moisture testing 
‘33 North Garfield Avenue, Alhambra, Calif 
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chandising package.” 















Stamford Division of the Yale & 





application methods recommended 
by community lumber dealers. 





all-steel Garage Door, the Strand 
Garage Door Division of Detroit 
Steel Products Co. has prepared a 
series of four two-color postcards. 
The cards are condensed versions 












Tourist Court 
Plan Book 


spection for Tourist Court Guide 
Listings; Earnings of the Tourist 
Court. Floor plans consist of some 
50 sheets, 11 x 17 in size, which 
open out for inspection. The first 


92 floo! 


: tions 0 
Towne Manufacturing Actual color photographs of the ap- Ze Lis 
Dept AL, Stamford, Conn. plication steps are included, show- _ am en ee Plan Book” * bu 
ing the specific product being ap- 2nd Edition has just been py). ot 
. ain : ae ts east lished. The book is designed to as. BY 
Shingle-Vision, USG Sales plied—a sizable undertaking in the t th - Saak ae The be 
Demonstration Kit USG asphalt roofing line which is “8 e person ju ering the those 
composed of 9 basic shingle de- tourist court business as well a astabli 
The new USG sales demonstra- signs, plus Glatex asbestos-cement a angers hsapeona 30 pas ea suficie 
tion kit called Shingle-Vision is de- siding. In addition, the kit con- ‘ll “eal randy oe coe es, with constr" 
signed to “take the pack off the tains the complete range of colors, , aioe ae aT Such ideas. 
back” of lumber merchants’ roofing making it possible for the salesman Pamaks ft le dee Ae CooL Compa 
and siding sales representatives. A to show as wide a variety of color vs andl Heating: Meambis a 
35 mm. projector throws pictures samples as he desires. Write United a, ine oe 8 Ante self-S 
States Gypsum, Dept. AL, 300 W Bathroom. Equipment; Lighting with 
‘Ad ia ot Chi, age Tl. : the Tourist Court; The Touriy ! 
roe Sree —— a Court Coffee Room; Furnishing “Lo 
Tourist Court; The Tourist Cour & Lock 
New Strand Dealer Helps Service Station; Landscaping ani § jispla 
To help dealers cash in locally on Beautifying; Advertising and Sel-  paten 
national advertising of the Strand ing the Tourist Court; AAA In-W attrac 


self-se 
count: 









of messages that have appeared in 
national advertising. The post- 
cards are being furnished to deal- 
ers imprinted with their names and 
also with the local selling prices 
fixed by each dealer. They provide 
a 4-piece mailing campaign, to go 
to builder or owner lists. For sam- 
ples and further information write 
Strand Garage Door Division, De- 





from behind the screen and through 
it, allowing the salesman to sit or 
stand facing his prospects. Pic- 
tures are clear and large—7%%x11” 
—for easy viewing. Shingle-Vision 
is basically a picture story in full 
color. It dramatizes the need for troit Steel Products Company, 

















and benefits of new roofing and sid- 


Dept. AL, P-101, 2250 E. Grand 
ing, with emphasis on the expert 


Blvd., Detroit 11, Mich. 


SS -=S2= Sell Multiple-Use 















——S"——C PLYFORM 


for more profits} 











Stock up NOW for Spring-Summer Building 


New PLYFORM, the improved concrete form panel, gives smoother, 


’ fin-free surfaces and increased multiple-uses. 


Large labor-saving sizes—4'x8'—available in '/2", 5", 34''"—Interior and E 
terior—all panels oil-treated, edge-sealed . . . immediate shipment. 
Jo 


: AETNA PLYWOOD & VENEER COMPANY 


\e 1732 N. ELSTON AVENUE CHICAGO 22, ILLINOIS 
Write for FREE folder Phone: ARmitage 6-7100 — Teletype: CG305 


“New Plyform” showing 
pictures and extensive BRANCH WAREHOUSES: Grand Rapids, Mich., Rockford, Ill., Indianapolis, Ind. 
SALES OFFICES: Detroit, Minneapolis, Richmond, Milwaukee, and Indianapolis, Marion, West Lafayette. 
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9? floor vians are original concep- 
tions of Consulting Architect Tom 
, ME, Lighifoot, who has designed 
Book and built more tourist courts than 
D pub ee other architect in America. 
fae 

“Bthe balance of the floor plans are 
a those of tourist courts actually 
a 4 @ stablished. The plans are not in 
s ator, wificient detail for use in actual 
"? with construction. They are to furnish 
T we ideas. Write Tourist Court Journal 
‘ee Company, Dept. AL, Temple, Tex. 
18 all B seif-Service Display Carton 


en with "Visu-Seller" Envelope 


ing the “Lock Your Windows Like You 
Court Lock Your Doors” advises a new 
1g and MM display carton for Amerock’s 
id Sell. patented Wintite Sash Locks. The 
\A In- MB attractive blue, yellow and white 
Guide  gelf-service carton is designed: for 
Tourist H counter and window display or can 
f some — 

which 
e first 








be used as a shelf stock box. It is 

most effective as a sales promoter 

when placed beside Amerock’s No. 

7000 Wintite demonstrator on the 

counter. Each Sash Lock is packed 

in Amerock’s colored ‘“‘vis-seller”’ 

envelope so that customers will see 

C » the sturdy construction, attractive 

its finishes and other features. Blue 

envelopes indicate Wrought Steel 

| Sash Locks and Yellow envelopes 

) indicate Wrought Brass. Matching 

» Sash Lifts are packed in new stock 

; carton which is the same size as 

the new Sash Lock display carton. 

Write American Cabinet Hardware 
Corp., Dept. AL, Rockford, Ill. 





New Packages Dress Up 
| Cortland Nails and Brads 


Distinctive, easy-to-recognize 
packages have been introduced by 
Wickwire Brothers, Inc., for their 
entire line of Cortland Brand wire 
nails and brads. The colorful, 
| Modernized packages, feature wire 
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Yes, figuring percentages is that easy 
... with the Printing Calculator 
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the proof. 


valuable free booklet. 


PRINTING 
CALCULATOR 


Remington Rand, Business Machines and Supplies Division 
Room 1482A, 315 Fourth Avenue, New York 10, N. Y. 


Please send me WITHOUT OBLIGATION, free copy of idea booklet “Com- 
mand Performance.” 


NAME_ —_— = = a a eee 
ee eae ne en es ee ee a Oe ee eae 
eer 





CITY ZONE STATE 





LN ee rr wr ee eee ewe 


Finding percentages is basic to so much of 
your figuring work . . . you do it dozens, 
hundreds of times a day. That’s why labori- 
ous hand-figuring or computations on old- 
fashioned figuring machines costs you real 


Why not pocket big savings with the 
method that short-cuts wasteful drudgery? 
With the Remington Rand Printing Calcu- 
lator you simply enter the dividend (Present 
Sales, for instance), then the divisor (Previ- 
ous Sales) and your answer (Percentage of 
Increase or Decrease) comes up automati- 
cally . .. printed on the tape. You go on to 
the next calculation immediately—there’s no 
need for rechecking, because you’ve seen 


Wouldn’t you like to see how the unique 
Printing Calculator, with its 10 key keyboard 
and compactly arranged feature keys, can 
breeze through a batch of your figure prob- 
lems ... get them out in measurably less time 
than with previous methods? It’s as simple as 
dialing Remington Rand on your telephone. 
Or, mail the handy coupon for your copy of 


Copyright 1950 by Remington Rand Inc. 
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nails in green boxes with yellow 
trim and wire brads in yellow boxes 
with green trim. Weight, size and 
gauge are displayed prominently on 
the covers of both packages to 
simplify selection and speed up in- 
ventories. In addition, the Cort- 
land name appears on all six sides. 
To facilitate shipping, storage and 
handling of the new nail and brad 
packages, the manufacturer is sup- 
plying them in telescope cartons 
that hold one dozen of the 1% or 
1, Ib. boxes or five of the 1 lb. 
boxes. Write Wickwire Brothers, 
Inc., Dept. AL, Cortland, N. Y. 


Transa Gun Type Saw 
Can Be Brought to the Job 


A reciprocal gun type saw intro- 
duced by Transa, Inc., will cut 
through any material from rubber 
to stainless steel. It has proved to 
be valuable in a wide variety of 
operations and can be brought to 
the job. The stroke is adjustable 
up to a full 2”. Special guides for 
various blade widths, from 14” to 
1” eliminate whipping or snapping 
of the blades, these guides are also 
used as “gun” sights in following a 
line. The new tool is equipped 
with a handle which can be moved 
in any position to ease arm fatigue 
of the user when cutting at various 
angles. The unit will swivel 360° 
and lock in any cutting tangent. 


Concentration of power on the cut- 
ting stroke is made possible by in- 
genious gear arrangements. The 
Transa Saw ean be driven by an 
electric drill, an air drill or a flex- 
ible shaft. For descriptive bulletin 
write Transa, Inc., Dept. AL, Suite 
440-445 Gateway Bank Bldg., Min- 
neapolis, Minn. 


New Hand Torch Helps 
on Many Farmers’ Jobs 


The new ‘“Prepo” hand torch for 
general use on the farm lights in- 
stantly without pumping, priming 
or pre-heating. It burns with a 
clean, blue, hot flame of more than 
2200 degrees. Light in weight, the 
24-ounce torch uses a new type of 
fuel packaged in a disposable con- 
tainer the size of an ordinary beer 
can. A new, full can of “Prepo” 
fuel can be sealed and locked in po- 
sition as part of the torch in only 
a few seconds. The new fuel is a 
liquid petroleum product self-pres- 
surizing and self-vaporizing at nor- 
mal temperatures. It is non-toxic 
and non-poisonous and comes in a 


seamless steel container able t 
withstand many times the pressure 
of the fuel. Field tests on farm; 
throughout the midwest reveale 
that farmers assisting in ‘he tests 
had many uses for the “Prepo” 
torch. The intense heat of the flame 
makes it ideal for sterilizing pou 
try brooders, nests and iloors of 
poultry houses; sterilizing and re. 
moving propolis from beehives an 
supers; removing “frozen” nuts 
and bolts on farm equipment, heat. 
ing metal for bending or shaping 
and for all kinds of plumbing, ele. 
trical or automotive chores. Write 





Logged in 1936-1937 


HARDWOODS e@ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for the 
past thirty-five years is providing for current needs of 
today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 





CUSTOMERS 
COME BACK FOR 


Y aot % 
BRUSH CLEANER 


You'll build customer 
satisfaction and repeat 
business with Cabot’s 
ready-to-use Brush Cleaner. 
It smacks out hardened 
paint, varnish, tar, right 
down to the heel leaving 
bristles soft, lively, like 
new. Non-caustic. Non- 
inflammable. Harmless to 
bristles and setting. 


Free sample and 

complete dealer 
D, information. Write 
today! 





Samuel 
Cabot, Inc. 


5601 Oliver Bldg., Boston 9, Mass. 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
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THE 100% CONCEALED SASH BALANCEF Ll 


combines all 
these features 


100% Concealed 


Completely hidden in the sash 
at all times. Nothing to mar 
interior appearance of window. 


e Positive Lifting Power 
True counter-balanced action 
assured by the Hidalift quality 
coil spring and scientifically de- 
signed spiral track. 






EQUIPMENT AND 
CARPENTER-BUILT DOORS 
@ You can furnish 
“Over-the-Top”’? Door 
Equipment for practi- 

| cally any size or type of 

door .. . mill made or 

carpenter built. Doors 

can be architect-designed to harmonize ... a real advantage for 2 ; 

the homes with attached garages. On remodelling jobs old swing- 2 Rapid Installation 

ing type doors can easily be converted at modest cost. Either the cup type or “L” type 

attaching bracket is easy and 

fast to install. 

No special tools required. 


eTwo Methods of Tensioning 
Before installation with the “L” 
type by winding. After install- 
ation with both types by using 
exclusive tensioning screw. 





SECTIONAL TYPE 





e Frantz, the leading 
manufacturer of one- 





piece “Over-the-Top” | | ad e Quiet Operation 

Doors, now offers a sec- Frictionless spring sealed in 

tional-type door with | i { tube, assures practically noise- 

new design advantages. “¥ we less operation. 

Frantz experience has eFor Use With Weatherstrip 

produced a door 14 ways Hidalift balances operate 
better . . . one that can be installed more quickly and easily. smoothly when used with prac- 
Available in two popular sizes: 8’ wide x 7’ high, and 9’ wide x 7’ tically all types of weatherstrip. 


high. e Lifetime Satisfaction 


Laboratory tests prove satisfac- 
tory performance over a life- 
time of operation. 


The Turner & Seymour Mfg. Co. 


TORRINGTON, CONNECTICUT 


quteneecnenin: sc rannannnatssssapeutiteits since snasananer Cnet eta nati a 


EQUIPMENT AND 

DOOR COMPLETE 
® Available in a variety 
of sizes, wood or alumi- 
f num construction, Frantz 
one-piece Door Units lift 
automatically when han- 
dle is turned... are pow- 
ered by famous “Over- 














Quality Products For Over A Century 

















the-Top” equipment. Require only 2” headroom. Pre-bored bolt : H 
° . . . TORRINGTON 

holes and simplified design cut time and labor costs. . . . : 

d : ; ® HIDALIFT DIVISION ' 

‘ Write for full details on the complete Frantz line. : The Turner & Seymour Mfg. Co., Torrington, Conn. 3 

8 Gentlemen: 5 

e = ' i 

= ; (0 Send complete literature and prices on Hidalift : 

: Please check 0 Dealer CO Builder : 

: DE Si acocsancdvuancciewvsislccaconcecgueenes eancseuiesaieeaabaatean : 

GUARANTEED BUILDERS HARDWARE : RIIER iki a cecssniavanciecsauesiunidaolav acer aaremescte eee ; 

: ee oT DOB cccscssees Ae ere : 

<a FRA}: TZ MANUFACTURING co., STERLING, ILLINOIS Leesan nauaseensesnsesesssssaansasaaaaeuaal 
_ — 
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It’s the V 








that makes the Bimiilal 


V-EDGE 
CASINGS 


A. For Windows and Doors 








Smoother joints, cleaner work, 
easier painting and finishing — 
these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 
short flange or expansion flange. 


PENN Metat Company, INc. 


General Sales Offices: 205 East 42nd Street,.New York 17, N. Y. 
District Sales Offices 

Philadelphia Chicago. . Detroit Indianapolis 
San Francisco . Dallas Parkersburg, W. Va 

Factory Porkersburg Ww 


Boston . New York 
Seattle . Los Angeles 





CALDER -heae 


LOOK AT 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 
‘rome 

ve 

@ Heavy, ‘tough ‘alumi- 
num hide 

a: 

@ Exclusive track and 
roller design wedges 
door tight with no jam- 
ming 


“er 


@ Bind-proof locking 
mechanism 


, OVERHEAD-TYPE 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 


This is the Door to Bigger Profits 


@ Interlocking weather- 
proof joints 
© Sections. individually 
replaceable 


Outstanding features of Calder ceptional opportunity for progres= 
Overhead Garage Doors make sales_ sive distributors and contractors. 
easy because their superiority is We invite you to open the Calder 
quickly recognized. Generous Doorto Profitable enterprise. Write 
dealer discounts make them an ex- for full information today. 


@ Track joints always: 





___ THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 
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Pressure Products Corporatio, 
Dept. AL, 140 N. Dearborn gy 
Chicago 2, IIl. b 


Goldblatt Tool Announces Ney 
1950—65th Anniversary Catalog 


Now available to building mag. 
terial dealers is the 1950 (65th Ap. 
niversary) catalog of the Goldblas 
Tool Company. According to com. 
pany officials, it contains the mos 
complete listing of masonry took 
in company history. The usual high 
standard of quality set by Goldblay 
during the past 65 years is maip. 
tained throughout the entire line 








Many new tools and related items 
are included and dealers will find 
that a number of tools have bee 
substantially reduced in price. This 
price reduction is in keeping with 
Goldblatt’s policy of helping dealers 
to increase sales whenever possible. 
For copies of this catalog which is 


available to dealers on_ request. § 


write Goldblatt Tool Company. 
Dept. AL, 1924 Walnut St., Kansas 
City, Mo. 


New Trellis and 
Garden Furniture 


Attractively designed and care 
fully constructed, the extensive line 
of trellis, arches, pergolas, fences. 
etc., manufactured by the Adelph- 
ian Mill is ideal for any lawn or 
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Read all about 


ENGELMANN 
PRU 











This fine soft wood is one of the Associated 
Woods produced by member mills of the 
Western Pine Association. It is fine-textured, 
and although light in weight, is very strong 
for its weight. Carpenters like it because it is 
easy to work, nails without splitting and holds 
nails and glue firmly. 

Engelmann Spruce is suitable for many 
building uses such as sheathing, subflooring, 
framing, ceiling and siding. It works up satis- 
factorily for interior finishing, mill work, in- 
dustrial boxes and crates. The tight knotted 
boards are often used for knotty paneling 
particularly where a wood of light color and 
rather inconspicuous knots is desired. 


ee 


THESE ARE THE 
WESTERN PINES 


THESE ARE THE 


For more information about Engelmann 
Spruce, send for free illustrated Facts 
Folder and Grade Use Guide. Address 


WESTERN PINE ASSOCIATION 
Yeon Building + Portland 4, Oregon 


Idaho White Pine, 
Ponderosa Pine, Sugar Pine 


Larch, Douglas Fir, White 


ASSOCIATED Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 
WOODS FROM | THE WESTERN PINE REGION 


fusincon 4 , | 


/ ) MONTANA 


DAKO WYOMING 


UTAH COLORADO 





WELL MANUFACTURED 
THOROUGHLY SEASONED 
CAREFULLY GRADED / 


CALIFOR SA 


ARIZONA =} NEW MEXICO 
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ALUMINUM SCREENS 
AT POPULAR PRICES 














IMPROVED WILSON 
ALUMINUM SCREENS 


METAL CASEMENTS 


Cash in on the screen value of the year! New WILSON 
Aluminum Screens will give you a big edge in sales 
and boost your profits because they combine the 
features home owners want most in screens — dura- 
ble aluminum construction, attractive appearance, 
and LOW COST. No wonder WILSON Screens 
practically sell themselves! 


LOOK AT THESE FEATURES 


@ STURDY—precision made, heavy gauge (.032) tubu- 
lar aluminum frames, plastic spline, aluminum wire. 
Reinforced corners. 

@ DURABLE—last a lifetime without painting. Stain- 
proof, cannot rust, warp or rot. 

@ ATTRACTIVE—slender, graceful styling. Natural lustre 
blends with any color scheme. 

@ QUICKLY INSTALLED—snap on fast. Lightweight, 
easy to handle. 

@ ECONOMICAL—new low prices. Cost no more than 
ordinary screens. 





FOR 


Liberal discounts—immediate delivery. Boxed and ready to ship 
in quantities of 12 per box, hardware included. Fit all standard 
metal casements. 


For extra profit, sell Wilson aluminum combina- 
tion screen and storm sash for metal basement 
windows. Same high quality, new low prices! 
DEALERS + DISTRIBUTORS 
Metal Window Service Co., Dept. A-3 
4601 W. 47th Street, Chicago 32, Ill. 


Please send full details on new, low cost Wilson Aluminum Screens for 
1 am a [_] dealer [_] distributor. 







metal casements. 


NAME 





COMPANY 





ADDRESS 





CITY. 
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QUALITY LUMBER NEEDS-- 
PROMPT SHIPMENT-- 
WESTERN WHOLESALERS' 
SERVICE TO YOU 


You can be certain you are getting the right 
kind of lumber you need—if you depend on 
Western Wholesalers. 


With many mill contacts, they are able to 
supply you the kind and quality of Western 
Woods you demand. They know the special- 
ties, resources, manufacturing and shipping 
facilities of each mill. Western Wholesalers 
have a thorough understanding of buyers’ 
needs—gained through years of experience 
and service. 

Whether it's straight or mixed car — your 
order is shipped promptly. 


Let these leading Western Wholesalers fill 
your needs. 





Pacific National Sales Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHIN 


a 








GTON 


REE et Seeger ery 8 









See Ses | 


564 Market St., San Francisco 4, Ca: 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Bastern Office € Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Main 6954 Riverside 4335 
CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 

FOREST PRODUCTS 

Telephone: AT 6591 Teletype: PD572 
Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 

Specializing in mixed carlots. 




















Morrill & Sturgeon ronsture 
Lumber Co. 


Yeon Bidg.. Portland, Ore. 


Tes tee Cy 








- 


garden—from the smallest plot co 
the largest country estate. These 
garden accessories are gracefully 
designed for charm and distinction. 
They are made of top quality 
woods, and prime painted white. A 
wide range of styles, sizes and de- 
signs is available. Shown here is a 
display of the Adelphian Mill in the 
company’s sales office at the Mer- 
chandise Mart, Chicago. Also avail- 
able are natural birch long barbe- 
cue tables, redwood lawn furniture 
redwood bird houses, shadow boxes, 


window boxes, window shutters, 
etc. For descriptive literature, 
write E. A. Vandy, Dept. AL, 


14105 Merchandise Mart, Chicago 
54, Ill. 


There Is a Babcock Ladder 
for Every Purpose 


Babcock ladders, made of selected 
air dried stock, are available for 
every purpose. More than 30 lad- 
ders are illustrated in the com- 
pany’s attractive price list. Also 











included are Babcock stages, ex- 
tension planks, ladder locks, ladder 
jacks, hooks, spurs and shoes. A 
special folder designed to help the 
consumer select the “Right Ladder 
for the Job,” can be secured with 
the dealer’s imprint at no charge. 
For sample copies of folder and 
price list write W. W. Babcock 
Company, Inc., Dept. AL, Bath, 
N. Y. 


New Window Fan 


Wind-O-Wind Fan, a new win- 
dow fan for use in every room in 
the house, is manufactured by the 
Perma-Jack Corporation. Furnished 
in an attractive pastel-blue baked- 
enamel, with chrome aluminum fin- 
ished protective shields, the fan is 
designed to fit any window from 
24” to 36” wide, and is approved 
by Underwriters’ Laboratories. 
Special features of the Wind-O- 
Wind Fan are: dynamically bal- 
anced 8” blade—for quiet opera- 
tion; reinforced panel construction 
—eliminates vibration; protective 
shields—to keep children’s fingers, 
drapes, curtains, etc., away from 
harm; centered fan _ position— 
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drapes and curtains do not inter. 
fere with the flow of air. Sales 
helpers include catalog pages and 
stuffer folders. Handy, easy-to-use. 
point-of-purchase display holders 
furnished. Write Perma-Jack Cor. 
poration, Dept. AL, 1111 E. 200) 
St., Cleveland 17, Ohio. 



















Compact, Vented Wall Heaters 


NarroWall heaters designed fo 
installation in a standard 4” stud 
wall, require a space only 14” wide, 
Heaters fit between two standard 
4” studs with no need for special 
framing in, or altering of floor 
joists. Installation is simple, and 
safety is another outstanding fae 
tor. Each NarroWall comes stané: 
ard with 100% safety valve and 
Clear-Flo louvers which actually 
direct heat into room and away 
from the wall. The attractive baked 
enamel panels blend into any dee 
orating scheme and always remain 
at a safe temperature. Youngsters 
cannot be burned, nor can damage 
be caused to furnishings. These 
Holly heaters are available in both 
single and dual models. For de 
scriptive folder write Holly Manv- 
facturing Company, Dept. AL, 875 
Arroyo Parkway, Pasadena 2, Calif 
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“CASH in on the SALES POWER of 
Vig Bronze Window Control Springs 


” Mon 
Supplied | 1/16” wide for «THA S cog 900 
plain rail windows and N Use 


TL Cle SOUTHERN 
LUMBER 
COMPANY 

















t inter. 
Sales 
es and ses 
~CO-Use, 
holden Manufacturers of 
200) SELLS Right out of Display Box 
} For new or old construction——can be installed cage * — Arkansas Soft Pine 
arers or nails in just 2 minute Jiffy Bronze Window Contro . 
, Spring are excellent for lov eee eee po georges gee | Hardwood Flooring 
o to window ‘They ellminate sas h cords, oe No mortising | (Unfinished and Pre-finished) 
Sead or DbOXIMNE. JAde Oo Special, durabie Sprig TOUR a 40 | 
" wi 0 year tested by Armour Research Foundation, Over ' 
Be. .. 11.590-000 ne on itomes Back" -e eing i Southern Hardwoods 
special Get Your Stock Today From Your Jobber 
f floor 7, 
ff LEIDGEN SPECIALTY CO. | 
ng fac. Oconomowoc, Wis. 
stand ‘Effective Ma r r i i i i 
Wl ianwe Waban aea Exponents of 
ctually 
quien Selective timber harvesting 








amag in 4 and 6 in. we grow our own trees. 


diameters 
These 


n do PERFORATED 


icp , DRAIN 
Calif. & 
TILE 


lV dec: . ° 
ie 40 $ C 4) ¥ a and perpetual yield by which 
igsters 12 and 24 in. lengths 


Merchandisers of 
Dependable Quality 





e , 
Means faster, more efficient Dealer Good Will | 
: ealer Goo i : 
drainage ... new profits for you 
BOSCO perforated drain tile is the answer to the problem of efficient sub- ati ; i 
surface drainage . . . and at a cost only slightly more than ordinary Consumer Satisfaction i 
drain tile } 
All shale vitrified drain tile made to ine 
A.S.T.M. or Federal specifications. 
Perforations conform to  A.S.T.M. 
SUPERIOR FOR standards. Available in straight or 
i : mixed cars with other fine BOSCO 
* Foundation drainage drainage materials. : A ° 
S er Mane iy Sales literature furnished on request. Our representative for your territory 
facm dalenee Be - 2. ——— your ~~ 
® Athletic Fields ers” B perforated drain tile. * 
Athletic | Fiel Write Dept. AL. will be glad to quote, or you may address 
@ City Parks Other products include: “Alino," ¢ 
@ Tennis Courts self centering sewer pipe, vitrified us direct at our general sales office . . . 
@ Running Tracks clay sewer pipe, septic tanks, wall 
coping, stove pipe, flue linings, chim- 
le ney tops. 











*Reg S. Pat. Off. 


Factories at Bowerston and Hanover, Ohio 


-BOWERSTON WARREN, ARKANSAS 


SHALE COMPANY ({ii) BOWERSTON, OHIO | 


ORAINACE MATERIAL Pe Cc SARA STS 




















Woodmark Rafter Framing 
Squares 


A rafter framing square that 
will never rust is constructed of 
finest quality hard, rigidly tem- 
pered solid stainless steel. This 
new model, W 100 RS, has machine- 
ground surfaces and edges. Body 
of the square is 24” x 2” and 
tongue measures 16” x 1%”. The 
photogravure-process etched grad- 
uations and markings are jet black 
inlaid metal. This method etches 
extra deep and is said to be the 
most accurate of all graduating 
procedures. Model W 100 RS Stain- 
less Steel square has complete ref- 
erence tables and scales including 
100th Scale, Octagon Scales, Brace 
Measure, Common Rafter, Hip and 
Valley, Jack Rafter, and Essex 
Board Measure. Edge Graduations 
on the face are 1/16”, 143” and on 
the back 1/16”, 1/10” and 1%”. 
Each square is packaged in a her- 
metically-sealed crystal clear plas- 
tic wrapper. Other Woodmark 

















adv4 ANONOL 





Squares include Polished Steel, 
Blued and Coppered models. Write 
Woodmark Industries, Inc., Dept. 
AL, 4601 Highway 7, St. Louis 
Park, Minneapolis 16, Minn. 


Fenestra Steel and Aluminum 
Building Panels 


Fenestra steel and aluminum 
building panels are illustrated in 
a new 38-page catalog. A type ‘“‘C” 
wall panel, designed for use as ex- 
terior and partition walls, is de- 
scribed as a sandwich construction 
of two formed metal members— 
isolated from each other by a felt 
barrier—with 3” of insulation be- 
tween them. Type “D” deck and 
floor panel of cellular steel con- 
struction is generally used for sub- 
floors, long span roofs and struc- 
tural sidewalls. Type “AD” deck 
and floor panel, providing a con- 
struction with a flat upper and 
bottom surface, supplies complete 
support for roof or floor covering 
material and utilizes the bottom 
surface as a flat exposed ceiling. 
Described in detail besides these 
principal panels are acoustically- 
treated panels, Holorib Steel Deck 
for roof spans up to 8’6”, leading 
tables, acoustic roofs and reinforc- 
ing floor forms, together with 13 
pages of detail drawings. For 
copies of the catalog write Detroit 
Steel Products Company, Dept. AL, 
3103 Griffin St., Detroit 11, Mich. 


Stanley Roller Catch Display 


The Stanley Works announces g 
eye-catching counter demonstrat 
for its.No. 23 Roller Catch for Jp, 
terior Doors. Prospective gy. 
tomers may easily operate, adjug 
and observe its easy installation, 
finish, ete. A rack at the rear ¢ 
the model holds advertising liter. 
ture for over-the-counter distriby. 
tion. Complete display is furnisha 
free of charge when specified 
an order for two dozen or mop 
catches. Sturdy and compact, th 
demonstrator measures only ¥ 
wide, 912” high and 4!x” deep 
Write the Stanley Works, Dept. Al, 
New Britain, Conn. 





A 


SCHUBERT 





Makes Pickets 
at Low Cost 


Picket Cutter 


year after year use. 24" high Hand operated. 30" 
long handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends of 
lumber profitably. Seven day delivery. Send today 
for literature. 




















Points 200 to 250 154"" to 354"' width pickets per hour 
with planer-smooth finish. No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 





Net price $47.50 f.o.b. Wilmette, Illinois. (Where states sales tax applies, add tax.) 


H.A. SCHU BERT CO. Machinists 
ATOM UIET cbbetenaehaaesou-r Wilmette, Illinois 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Nees JR Sa Everything You NEED in 
IStratoy + 


oy fee) ee ees. = WEST COAST UPLAND HEMLOCK 


eC cu. .* Bey. * 
isk es Se ee DOUGLAS FIR 
~ +} : ck a x , t Te: 


rear of 
liters. 


This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
you. Everything you need in West Coast Upland 
Hemlock and old-growth Douglas Fir is here— 
waiting your order. 


Tell us what you need. You are especially in- 
vited to try our high quality 

KILN DRIED 
WEST COAST UPLAND HEMLOCK 
We know Oregon-American lumber will please 
you. 300.00 feet dailv 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 








for better volume— 


se INSULITE 


INSULATING WOOL 
FIBERGLAS 


T. M. REG, U. S. PAT. OFF. 
MANUFACTURED BY 


aN OWENS-CORNING FIBERGLAS CORPORATION 


A permanent highly efficient 
glass fiber flexible insulation— 
' competitively priced! Cannot 
ROLL ‘ med | yy burn, rot or decay. Quick, easy, 
BLANKET en b economical application. With 
é Insulite Insulating Wool, sell 
Bildrite Sheathing and Lok- 
Joint Lath for quality wall con- 
struction and greater profits. 


1-08 
38-37 34.4 318-6 


The Metals Co. UTILITY BATT INSULITE DIVISION NGS BF son AND ONTARIO 
& 


fe co 
* PAPER COMPANY 
Columbus 16, Reg. U.S., T.M. MOBNEAPOLIS 2, MINNESOTA 
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Bruce Cleaning Wax 


After a 


tion in selected 


successf 
test 


ul = introdue- 
markets, 
dis- 


Bruce Cleaning Wax is now 


tributed nationally. 
newest floor 
of E. L. Bruce Co. 


is a waterless, 


coating. 


or asphalt tile. 
similar to 


contains no soaps, 


K+ 


wax- 


With a 
nationally 





It is 


base 


the 
maintenance product 
Cleaning Wax 
cleaner 
that dry cleans wood and linoleum 
floors and leaves a protective wax 
It can also be used very 
satisfactorily as a furniture polish 
but should never be used on rubber 
formula 
advertised 
sruce Floor Cleaner, Cleaning Wax 


abrasives or 


other injurious ingredients and has 
three times as much wax. It elimi- 
nates harmful soap and water 
scrubbing and makes a_ separate 
waxing operation unnecessary. 
Write E. L. Bruce Co., Dept. AL, 
Memphis, Tenn. 


New Power Feed 
Attachment 


DeWalt Inc., has introduced an 
entirely new idea in a Power Rip 
Feed attachment for a radial arm 
saw. This equipment can be at- 
tached to almost any radial arm 
saw and many under table saws. 
The Power Rip Feed may be at- 
tached quickly and securely with 
two mounting brackets supplied 
with the unit. The design of the 
unit enables the operator to not only 
use the saw for straight rip saw- 
ing but also for bevel ripping, 
molding, power feed _ shaping, 
ploughing, grooving and rabbeting. 
The mobility of this Power Rip 
Feed unit further enables the oper- 
ator to move the unit completely 
out of the way in a matter of sec- 
onds once power feed work has been 
completed. Hand operations may 
then be resumed without delay. The 
unit is equipped with adjustable 
feed. rollers for feeding material 
into the cutter and taking cut ma- 
terial away. Material is fed by 
these rollers and held firmly against 
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Willamette Valley End- 
Matched lumber is a real cost 
cutter for your customers. a 


It eliminates those costly 
measure and cut-to-fit opera- 
tions on the job. It is your 
chance to fill today’s demand 
for quality lumber at money 
saving prices. 

Willamette End-Matched 
lumber is available in stand- 
ard building items in kiln 
dried Douglas Fir, Hi-Hem- 
lock and Western Red Cedar 


lumber. 

See for yourself. Try us on 
your next order. Watch your 
sales and profits increase. 


FIR 
HEMLOCK 


* 
CEDAR 
e 
STRAIGHT 
OR 
MIXED CARS 





WILLAMETTE VALLEY LUMBER CO. 


DALLA $S., 


ok Si cmon, | 
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the guide strip to assure the mazxi- 
mum accuracy in cutting opera. 
tions. The belt drive of the unit 
may be quickly and simply adjusted 
to feed material into the cutter ai 
rates of speed ranging from e. 
treme low to a high of 120 ft. per 
minute. The introduction of this 
attachment offers a portable power 
feed unit which can be transported 
to the job and set up without de. 
lay.to operate in conjunction with 
a power saw. Write DeWalt Inc. 
Dept. AL, 53 Fountain Ave., Lan- 
caster, Pa. 


New House Paint with Long 
Term Plasticizing Action 


Sherwin-Williams SWP _ house 
paint is “Weatherated” against 
rapid loss of gloss, high dirt col- 
lecticn, extreme chalking, checking 
and cracking, erosion, color fading, 
mildew and industrial fumes ... 
all deficiency factors in house paint 
reported to be attributable, directly 
or indirectly to weather. Instead 
of the checking and cracking, for 
example, so common in convel- 
tional house paint due to uncon- 
trolled drying, the ingredients in 
the ‘“Weatherated”’ product are said 
to act with long term plasticizing 
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s places to catch the light. 


action maintaining an_ elasticity, 
which 1 conjunction with selected 


pigment: reduce the tension in 
drying paint. This tension when 
ynrelieved causes checking and 
cracking. Write The Sherwin-Wil- 
liams Co., Dept. AL, Cleveland 1, 
Ohio. 


Improved Asbestos 
Siding Shingles 


Improved asbestos siding shin- 
gles called Smoothgrain Perma- 
tones have been introduced by 
Johns-Manville. They have the 
deep, grained appearance of weath- 
ered wood, but to the touch these 
shingles are smooth. They have the 





same cross section throughout. The 
smooth surface is accomplished by 
placing the colored ceramic gran- 


ules in the grooves of the grain and 


then pressing. The result is color- 
ful, textured shingles that are also 
dense, hard and smooth. On the 
wall the texture of these smooth 
shingles looks the same from all 
angles since there are no raised 
And they 
stay cleaner since the smooth sur- 
face prevents dirt and soot from 
clinging. Smoothgrain Permatones 
come in an attractive range of col- 
ors and are equally well suited for 
either remodeling or new work. 
Write Johns-Manville, Dept. AL, 22 
Kast 40th St., New York 16, N. Y. 


High Powered Pallet Truck Has 
New Automotive-Type Brake 


Rated as two engineering “firsts” 
by The Moto-Truc Co., are a new, 
shorter, lighter 12- or 18-volt pallet 
truck, and an automotive-type, in- 
ternal expanding brake now being 
made standard on all Moto-Truc 
models, For the first time in trucks 
of this type, the brake is mounted 








on the side of the drive wheel as 
an integral part. Two internal 
expanding, self-synchronizing, vul- 
canize-lined brake shoes inside a 
cast Meehanite drum _ provide 
smooth, positive brake action under 
all load and floor conditions. Sim- 
plicity of design lowers manufac- 
turing and maintenance costs. Op- 
erating safety is increased by elim- 
inating excessive strain and wear 


on chains, shafts, etc., ordinarily 
caused by a brake mounted else- 
where on the truck. Another ad- 


vantage of the new Moto-Truc pal- 
let truck is its shorter over-all 
length—only 2334” longer than the 





load—for operating in smaller 
spaces. Write The Moto-Truc Co., 
Dept. AL, 1953 E. 59th St., Cleve- 
land 3, Ohio. 


New Donley 
Triangular Ventilator 

The new Donley triangular venti- 
lator, tentatively labeled ‘“Tri- 
vent,” can be handled and stored, 
two ventilators to a carton. Fitted 
snugly under the peak of the gable, 
it draws off the stale air from the 
very top of the attic. Installation 
is somewhat different from that of 
the Donley rectangular vents. The 
broad flange at the top is nailed 
outside the gable facing with the 


























modernization. 


Sell Miracle! 


Miracle Waliboard Cement 


Miracle White Caulking 


FREE 


Interesting, 
colorful brochure 
elas @olaltiatiaitela 
by Adhesion 
Write for your 
copy today! 


brochure. 








Sell “Construction by Adhesion” 


Miracle Black Magic Adhesive 
Miracle Panel-Board Cement 


Miracle Plastic Underlayment 


You owe it to yourself to get the facts 
today! See Miracle Exhibit, 101 Park Ave- 
nue. Write for information and your free 


Dept. AL5-6, 214 East 53rd Street 


GET ALL THE FACTS NOW ON 


“CONSTRUCTION 
BY ADHESION” 


So substantial are the savings in labor and 
material costs effected by applications of 
adhesives in the construction field, that all 
leading architects and progressive con- 
struction men are swinging to this modern 
method for both new constructions and 





MIRACLE ADHESIVE 
ABRASIVE TRFADSG 


M°CER MOS TILE---—- 


sree. TROWELED *'/" 
councaere---- 





WOOO STAR 


STAIR TREADS 














FOR TILE FLOORS 
































@ New York 22, N. Y. 
*Reg. U. S. Pat. Off. 











































| ( Here’ S the one that \ 
WON'T SHRINK 


This modern plastie in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pity 
a) 

















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year. What’s more, 











+) DONALD 
DURHAM 











Durham’s Rock- COMPANY 
’ , Des Moines 4 
Hard Water Putty ao 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six’ 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Red Cedar Closet Lining 


Brown’s 


SUPERCEDAR 


NATIONALLY 
ADVERTISED 








g Ganlet 
















Guaranteed 90% Red Heart or Better 


100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
me Better than 


Only SUPER- 
CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 
content that produces 
the pleasing aroma. , 


ry WIDTHS PUT-UP 
0 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of i 
GEO. C. BROWN & CO., Inc. 
GREENSBORO, N. C. ESTABLISHED 1666 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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body of the vent extending inward 
214”. Sheathing and siding are 
fitted snugly at the bottom behind 
a narrower flange, which serves 
also as a drip for storm water. Roof 
slope determines the angle of the 
ventilator. Donley is in production 
on vents for two roof slopes, 6 
inches to the foot and 8 inches to the 
foot. Other slopes will be added as 
demand develops. Meantime, experi- 
ment indicates that the 6-12 venti- 
lator will be satisfactory on slopes 
of 5”, 514”, 6”, 6144” and 7”, while 
the 8-12 will serve on slopes from 
7” to 9” per foot. The 6-12 venti- 
lator has a free air opening of 69 
square inches and the 8-12 has 73 
square inches. Write The Donley 
Brothers Co., Dept. AL, 13928 
Miles Ave., Cleveland 5, Ohio. 


Plankweld, New Product 
of United States Plywood 


Plankweld is featured in a new 
housing development of 200 units 
at Hillsdale, N. J. Photograph 
shows the factory-finished Plank- 






















weld installed without nails in one 
of the living rooms. Metal clips 
are all that is necessary to put up 
this attractive new paneling. Write 
United States Plywood Corpora- 
tion, Dept. AL, 55 W. 44th St., 
New York 18, N. Y. 


“Color Book Of Tile" Helps 
Customers Visualize Installations 


“The Color Book Of Tile” not 
only simplifies tile selection, but 
also gives building contractors full 
design data and specifications for 
typical installations. A novel bind- 
ing arrangement permits the front 
and back sections of the book to be 
opened side by side. This allows 
the user to view typical full-color 
installations and alternate colors 
and patterns at the same time. De- 
sign data and complete 42-word 
specifications are given with each 
installation. 30 full pages are de- 
voted to displaying kitchen, bath, 
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powder-room and game-room instal. 
lations. The rest shows the fil 
line of American-Olean’s wall anj 
floor tile, trim and hand-decoratej 
inserts, with complete color charts, 
Write American-Olean Tile Con. 
pany, Dept. AL, Lansdale, Pa. 


















New Plywood and 
Lumber Calculator 


A new Plywood and Lumber 
Calculator is now being made avai}: 
able to lumber dealers by Fiddes. 
Moore & Co., plywood, door, lumber 
and building specialty distributor, 
One side of the calculator shows a 
a glance board feet of lumber ani 
square feet of plywood. The other 
side shows prices per square foot 
and per piece and selling price of 
plywood. Write Fiddes-Moore & 
Co., Dept. AL, 4950 State Line Ave, 
Hammond, Ind. 


10,000-Pound Fork Truck 
With Dynatork Drive 

Clark Equipment Company ar 
nounces the Utilitruc-100, a 10,000 
pound capacity fork-lift truck, 
gasoline powered and equipped with 
the Dynatork Drive. Pioneered by 













































































Clark, the drive will be standard 
equipment on the new truck. It 
transmits engine power through 4 
magnetic field, across an air gap, 




























































eliminating need for any type o 
friction clutch. The conventional 
transmission is also eliminated, and 
replaced by constant-mesh forwaré- 
and-reverse gearing. Advantage 
from the Dynatork Drive, accord: 
ing to Clark engireers, are il 
creased work capacity for the ma 
chine, higher efficiency, greatly 
reduced maintenance, minimum 
driver fatigue and improved al- 
around performance. Write Clark 
Equipment Company, Industrial 
Truck Division, Dept. AL, Sattle 
Creek, Mich. 
























































































instal. s ss e 
he ful Maple and Birch Flooring Protects Masonry While 
pe in Cartons Yielding Peerless Cookery 
poy \ (or reqular lengths in bundles) cou a eT eee 
ell your mason trade the Donley No. ut- 
Con- door Range Unit that protects chimney masonry 
a. Something new in from ascending smoke and soot by means of 
si hinged top that leans back against chimney. 
modern flooring . a Unit that can be withdrawn from the 
masonry for re-conditioning—that grills, fries 
and boils—that burns raw fuel cleanly, directing 
Lumber M. F. M. A. SPECIFICATIONS all smoke to the flue—that performs splendidly 
€ avail with charcoal. . . Hinged top can be removed 
Fiddes. Forest Products Since 1872 and replaced, by withdrawing single pin from 
lumber hinge. 
“ibutor, 
10WS at s % id Our 24 page pamphlet, Donley 
er and Outdoor Fireplaces, describes this 
> other PED and i 2 e and other outdoor units, while 
cs E picturing a great variety of in- 
re foot stallations. Price to public 25 
rice of cents, special price to dealers for 
= quantities. Write today. 
ore & 
e Ave, . 
0. 80 RSH FIELD THE DONLEY BROTHERS CO. 
bs : 13928 MILES AVENUE CLEVELAND 5, OHIO 
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PERF-A- \a4 


Toll, mee 6-38 3, | 
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pe o The Brand to Rely on for 
‘tiona Ivs the method perfected by the Quality Products 

d, “a makers of famous SHEETROCK* gyp- 

‘ward- 


sum wallboard, thus is backed by Distributed through the 
years of dry-wall know-how. You 
can recommend it with assurance. 
: M. Reg. U. S. Pat. Off. So, play safe—sell PERF-A-TaPE* 
reinforcement and cement . . . made 
exclusively by... 


United States Gypsum TMU UAL UI Bam ane a 


For Building + For Industry Port Moody, a OEE OFT TTT 
Gypsum * Lime * Steel « Insulation + Roofing + Paint 


tages 
ecord- 
e in- 
e ma- 
reatly 
jmum 
‘| all- 
Clark 
strial 
Battle 


Wholesale Trade exclusively. 




































ING Propucts MERCHANDISER 





Forman, Ford's 
Dealer Plan ‘70' 

1950 marks the beginning of For- 
man, Ford and Company's Dealer 
Plan ‘70’, a three-year merchandising 
and advertising campaign which will 
culminate on the company's 70th 
birthday in 1953. In 1950, Forman, 
Ford will blanket its key mass mar- 
ket areas with consistent newspaper 
advertising on a larger scale than 
ever before. Its dealers will also bene- 
fit through a large-scale use of the 
medium of radio advertising. 

In close cooperation with news- 
paper and radio, farm magazines will 
blanket important rural markets 
throughout Forman, Ford dealers’ 
areas. 

Another important phase of the 
company’s Plan ‘70° will be timely 
merchandising messages in top dealer 
magazines. The most influential dealer 
publications will be used consistently 
throughout the year with full page 
or half page advertisements in both 
color and black and white, keeping 
Forman, Ford dealers everywhere in- 
formed with timely news on the com- 
pany’s merchandising activity as well 
as its products, which include paints, 
glass, rubber tile, wallpaper and nu- 


in the News 


merous other products. Final founda- 
tion block of the Forman, Ford plan 
will be a dynamic outdoor advertising 
campaign. 


Advertisements Point Up 
Advantages of Painting 

The national advertising of the 
paint industry which is now in its 
second year, has developed the direct 
approach to selling. All of the ad 
vertising which will be in four na- 
tional consumer magazines is colorful 
and shows the many advantages of 
painting. 

The first advertisement which ap- 
peared in the March issues of the 
Saturday Evening Post, Better Homes 
and Gardens, Country Gentleman and 
Pathfinder showed five different tricks 
with color. The April advertisement 
was devoted to exterior painting and 
told how only $35 worth of paint made 
the difference in the two houses il- 
lustrated. 

The May advertisement shows two 
interior views of a living room. One 
is drab and colorless and the one be- 
neath shows it vibrant and sparkling. 
The headline reads, “You can change 
your living room from this .. . to 
this . . . with only $10 worth of 


paint!” The sharp contrast will ep. 
ate the desire for painting and, as 
in all advertisements, the reader jg 
advised to visit the painter or paint 
dealer as promptly as possible 

The monthly window promotion pro. 
gram ties in with this advertisoment 
in the May displays. ‘The center 
theme is a three-foot clown ease! fig. 
ure with a large banner stating “It’s 
Fun to Paint.” A’ blow-up of the 
advertisement, 18x24", is included as 
are six very unusual caricature fig. 
ures lithographed in 8 colors. 

Paint dealers and contractors will 
find the May advertisement one that 
lends itself to merehandising and the 
promotion of paint sales. 


Historic Building Restored 
with Modern Material 


How modern building materials ean 
be used not only to lengthen the life 
but to preserve the flavor and atmos. 
phere of historic buildings is strik- 
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Highest Quality Forest Products Since 1895 





SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 


Made Soundly to Sell Soundly 
The name, “Soundbilt’” is your assurance of quality 
and satisfaction in buying 
las Fir Plywood. . 
“Soundbilt’” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 


Modern equipment, skilled workers and close super- 


erior or Interior Doug- 





vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 


J. NEILS LUMBER COMPANY 


libby, Montana Klickitat, Washington 
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REVOLVING DOOR DISPLAY 
STAND... to sell more doors 
























You'll sell more doors with this revolving door dis- 
play stand. It's a real sales promoter. And it saves 
you work and trouble—makes selling doors easier. 
The round, flat base is made of heavy gray iron to 
prevent tipping and eliminate bolting to the floor. 
Brackets are all steel and hold doors without bolts or 
fastening of any kind. Rust-proof finish. Portable. 
Entire display revolves on ball bearings. 

Send your order today. Discover what this great dis- 
lay stand will do for you. Only $79.50 F.O.B. 
Wan Buren, Ohio. 


THE KEN-RO-BIL C 


General Manufacturing 


VAN BUREN, OHIO 



















THE A.B. CARROLL 
LUMBER COMPANY 















Manufacturers 

SHORT LEAF PINE 
and HARDWOOD 
LUMBER 


HURTSBORO, — 


Phone 
WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 


GIVING PARTICULAR 
ATTENTION TO 
REFORESTATION 








HURTSBORO OAK FLOORING CO., INC. 


Manufacturers of High Grade MEGS 
End Matched Oak Flooring bs fig 


in 25/32and1/2in. S224 ye 
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We are in a position to ship 
Oak Flooring, Block Flooring 
and Air Dried Yellow Pine 
Boards in the Same Car. 
PLANT AT 

HURTSBORO, ALABAMA 


Phone 69-3 











“THIS REMINDS ME... 
WE NEED ANOTHER 
‘BALANCED CAR' 

FROM W. T. SMITH" 
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You, too, can profit by using W. T. Smith Lumber Company’s 
MIXED CAR SERVICE. Order what you need, when you need 


it and keep your lumber inventory in proper, profitable balance. 


OAK FLOORING — MOULDINGS — PINE FLOORING 
DIMENSIONS — SIDING 


Selective Cutting Assures Permanent Supply 








CHAPMAN ALABAMA 


66 YEARS OF MANUFACTURING YELLOW PINE AND 








It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 


Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 








ingly illustrated in the recent restora- 
tion at East Poultney, Vt., of the 
house occupied from 1826 to 1841 by 
Horace Greeley, famous editor and 
outstanding national figure. 

Shown in the circle, is the house 
as it looked until about a year ago 


when its present owner conceived the 
idea of modernizing it without im- 
pairing the charm of its early Ameri- 
can architecture. The larger picture 
shows how this was accomplished by 
the use of Colonial asbestos-cement 


Siding, a product of The Ruberoid 
Co., 500 Fifth Ave., New York City. 


Record Housing Project Installs 3,800 Lumite Screens 


Installation of Lumite screens in 
3,800 windows of the Warren Housing 
Project for Navy personnel at San 
Diego, Calif., the largest single resi- 
dential screening with the new saran 
material in the U. S. so far, has been 
completed. 

Consisting of 50 two-story  build- 


ings, which accommodate eight apart- 
ments each, the project covers ap- 
proximately one square mile in the 
Point Loma district of the city. Lu- 
mite screening is used in a green color 
on the lower part of a half-unit type 
window screen, which may be left on 
the homes all year round. 





BECAUSE of the susceptibility of ordinary screening to salt air-corrosion along the 
Pacifie Coast, Lumite was selected for its non-corrosive and long-lasting qualities. 
Woven by the Lumite Division of the Chicopee Manufacturing Corporation. Lumite is 
produced from Dow’s saran in gray or green colors. 








. 
New Range and Refrigerator 
Combination Now in Production 

General Air Conditioning Corpora. 
tion, 4542 E. Dunham St., Los Ap. 
geles, is now in production on its 
new 1950 “General Chef” ranve and 
refrigerator combination. The ney 
units incorporate a vegetable bin to 
make the General Chef even more 
space-saving. 

According to W. H. Laband, Gen. 
eral’s president, sales in the third 
quarter were the highest in the com. 
pany’s history. 

“Apparently, more and more apart- 
ment owners, hotel and motel oper- 
ators and private individuals are 
realizing the economy of both dol- 
lars and space effected by the range- 
refrigerator combination,” said Mp, 
Laband. 


Corinth Planing Mill 
Operating Retail Branch 


M. L. Sandy, owner of the Corinth 
Planing Mill Company, Corinth, Miss., 
recently purchased the lumber busi- 
ness of E. T. Miller, lumberman and 
real estate dealer of Boonville, Miss. 
The Boonville branch is operated as a 
retail outlet and will carry a complete 
line of building materials. It is under 
the same name as the Corinth oper- 
ation. Manager of the new yard is 
K. O. Mayo; assistant manager is 
Carlie Timbes. 

The Corinth mill is one of the most 
modern, electrically-operated planing 
mills in northeast Mississippi. The 
Corinth Planing Mill Company also 
does quite a volume of wholesale busi- 
ness. 
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HARDWOOD FLOORING 















WILLIAMSPORT 4181, wire or write... 


THE 


SUSQUEHANNA ST. 





Conveniently machine packaged in steel-strapped 
bundles. Prompt shipment on most grades. PHONE 


CROMAR COMPANY 


WILLIAMSPORT, PENNA. 










surface process. 






PRE-FINISHED OAK 


¥e"x2” & TY” and 25/32"x2%" & 142”. Rich, gleaming twilight 
tone finish is ‘ironed into the wood"’ on CROMAR'S exclusive sub- 
Self-leveling joint. 


UNFINISHED OAK & HARD MAPLE 


25/32"x2%4", 2” & 1%”. Straight line, top quality, standard 
matched. Well manufactured from Appalachian Oak and Hard 
Maple, carefully graded. 





SINCE 1919... 
the first and 
finest in 
finished oak 
flooring! 












Nail holes machine-punched. 





























Clements 


MANUFACTURERS & WHOLESALERS +» DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 - PHONE 5-3317 + TELETYPE EG 49 
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Tidewater 
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D. your customers a real service... recommend Tidewater Red 
Cypress. It is truly “The Wood Eternal’. This wood gives outstanding 
service, especially when used under adverse conditions. Can’t be beat 
for homes, interior finishes, farm fences, silos, barns and many 
industrial uses. 


TERMITE RESISTANT: According to the U. S. Department of 


Agriculture, Tidewater Red Cypress is naturally resistant to 
termite destruction. 


DECAY RESISTANT: Nature has done for Tidewater Red Cypress 
what man has tried to do for other woods through artificial induc- 
tion of preservatives, 


AMERICA IS STILL TOO YOUNG TO KNOW HOW LONG TIDEWATER RED CYPRESS WILL LAST 


Take advantage of our free consulting service to help solve your next 
wood problem. 


FLEISHEL 


is Red 
SS 


eel omens > 
The Wood Eternut™ 


LUMBER COMPANY 
























NOT EN al 


Top, Service on 
Quality Lumber Products 


With its 130,000 acre tree-farm 
assuring a continuous supply of 
saw logs, with its newly modernized 
plant and mechanical handling 
facilities, Urania is better equipped 
than ever to meet your lumber and 
flooring needs. 
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Mixed Cars a Specialty, 
Including Urania Hardwood flooring. 
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Vependable Quality 





In straight cars or mixed with air 
dried Yellow Pine Boards and 
Dimension. Best of manufacture. 


beech 
Satisfaction that will bring yoa 


Pp ecan back for more. 
ash ® 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, TENN. 
| Selma LD 9910 — Phones — Jackson 1885 


oak 
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HILL-BEHAN 
LUMBER CO. 


6515 Page Avenue 5601 Elston Avenue 
ST. LOUIS 14, MISSOURI CHICAGO 30, ILLINOIS 
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Wind-Blown Burners est institution in America offering The Omaha office of Allied suilding 
Replaced by Latest Type this type of financing exclusively. Credits will serve all of easi 

“Its an ill wind that blows nobody , In announcing the Omaha office, braska and important centers 
any good.” So says Frank Hopkins, R. A. Peterson, president of Allied cent Iowa. Chester B. Knapp, 
president Seattle Boiler Works. Re- Building Credits, also announced the will be headquartered at Great : ( 
cent heavy storms along the Pacific appointment of E. E. Nelson as man- Mont., will represent the company jp DO 





Coast blew over refuse burners of the ager of the unit. Mr. Nelson is from Montana, northern Wyoming, 

old type at Coos Bay Lumber Com- the Salt Lake City branch, having western section of North and , 
pany, Coquile, Ore. and Raymond been affiliated with ABC since 1940. Dakota. 
Lumber Co., South Bend, Wash. Seat- 
tle Boiler Works has replaced these 
old style burners with new 70-foot 
burners of the latest type having cone 
grate which insures less smoke and 
cinders, greater consumption of waste. 
So it’s good for all parties concerned. 


Adds New Machines 

The Portland Shingle Mills has re- 
cently converted its manufacturing 
facilities at its Cresent plant in Kelso, 
Wash., to an eight machine—all elec- 
tric mill, Al Schmidt, president of 
the firm reports. Mr. Schmidt said 
the addition of these new machines 
and the electrification will materially 
increase operations. 

Portland Shingle Company is one 
of the largest producers of cedar ; : se ~ 
shingles and shakes in the world. It TEN WHOLESALE distributor salesmen participated in the March Wholesaler Salesman 
was originated in 1933 and is operat- Seminar sponsored by the Armstrong Cork Company Building Materials Division a 
ing mills in Portland, Ore.; Richfield, Lancaster, Pa. The Seminar was the second in a series of four to be presented by 
Kelso, and Quinault, Wash. Armstrong this year. Discussions featured the wholesaler’s problems in relation to 

promotion, advertising, and selling aids. 
Omaha Branch Opened . Pictured above, front row, left to right are: Verne F. Doepker, of Mid-West Building 
by Allied Building Credits Distributors, Inc., St. Louis, Mich.; Jerome J. Bosle, of Flooring and Supplies. Ine. 

Allied Building Credits, Inc., a na- Pittsburgh, Pa.; H. L. Lange, of Hardware Products Co., Sterling, Ill.; Ed F. Schulte. 
tion-wide organization offering instal- of Irwin Paper Co., Quincy, Ill.; and Dabney R. Yarbrough, Jr., of Binswanger & Co. 
ment credit through lumber dealers, Inc., Charlotte, N. C. Back row, left to right, are: C. Smith Landskroener, of Delmarva 
contractors, and building materials Sash and Door Co., Barclay, Md.; Burton E. Warren, of A. W. Hastings & Co., Inc. 
dealers, has opened a new branch of- Somerville, Mass.; Leo J. Hammond, of Buffalo Plywood Corp., Buffalo, N. Y.; Joseph 
fice in Omaha, Nebr. This is the 34th A. Shannon, of The Cincinnati Sash & Door Co., Cincinnati, Ohio; and William Hearin. 
office to be opened by ABC, the larg- of Ohio Valley Hardware and Roofing Company, Evansville, Ind. 








ay 


(am | HERE'S WHY IT'S EASIER 
TMG TO SELL THIS SENSATIONAL 
ZONOLITE FILL INSULATION 





—_. CC. ~ O'S 


@ Tailor-made for easy, speedy use by your unhandiest 
customer—so simple a twelve-year-old can do a perfect job! 
Stock Zonolite Vermiculite Insulation . .. let farmers an 

home owners know you have it! Then watch it sell itself! 
Lightweight, free flowing, no skin irritation. So fire-proof it 
snuffs out flame! These big features 

— plus hard-hitting national advertising 

TX make Zonolite sales-powered and 

RAINY LAKE L E CO. Ltd. = complaint proof. Write for full de- 

anne 


tails today. 
Sales Office 


*Zonolite is the registered trademark of Zonolite Co. 
2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 





ZONOLITE COMPANY 


135 S. LaSalle St., Chicago 3, Ill. 
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SPECIFIED LENGT 
Cg 


Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 


We can ship straight cars of 
one length or any specified 
lengths you want. Boards and 
small timbers of course. Also 
precision trimmed Studs cut 
to exact length. 


(NR-KING 


- TIGARD 


LET US KNOW YOUR 
NEEDED ITEMS. 


OREGON 


Telephones Portland Line CH. 3330 or Tigard 6161 

















MIXED CAR SERVICE on SHED STOCK 
For the RETAIL TRADE, Featuring: 


"Ss. se J s ” 
atin “Fincshed 
Soft-textured Yellow Pine Finish, Mouldings, 
Paneling, Ceiling, Siding and Close 
Grain Flooring—Shed Conditioned” 
in the Rough AFTER KILN DRYING 
to insure Accurate Machining 


Also APPALACHIAN WHITE PINE MOULDINGS & PANELING 


BALDWIN LUMBER COMPANY 


Division of WILLIAMSON TIE COMPANY 


On the main Line of SOUTHERN RAILWAY at CORNELIA, GA. 
Offering FAST DISPATCH in all Directions 


Sales office at WILLIAMSON TIE CO., 
Jacksonville 1, Florida 








Telephone 4-5578 P. O. Drawer 1527 





Lumber Co. 


Distributors of 


SHEVLIN PINE 


PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 


Selling the Products of: 
THE McCLOUD RIVER LUMBER CO. 


McCloud, Calif. 


THE SHEVLIN-HIXON COMPANY 


Bend, Ore. 


MEMBER 
Western Pine Association 
Ponderosa Pine Woodwork 
West Coast Lumbermen's Association 


EXECUTIVE OFFICE 
900 First Nat'l-Soo Line Bldg. 
MINNEAPOLIS 2, MINN. 


District Sales Offices 


San Francisco 5 New York 17 Chicago 1 


Sheviin-McCloud | 




































BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulid 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boller Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 

















NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blaces cut through toughest insulation boards 


leaving clean, smooth 
$585 


edoe. Three tools—five 


blac'es — attachments. Sent postage paid 
All for... anywhere in U.S.A. 


Extrc Bevil-Devil Blades, of selected steel, ground to 
cul insulation board. Package of 100 for $4.00, : 





Poslice paid, 
KIMBALL Company, inc. 
163° SYCAMORE ROYAL OAK, MICH. 
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| : —when it comes to 


¥ HARDWOOD flooring 


, 


DFLFAIR- 


QUALETY LUMBER 
“a 


STANDARD STRIP 


made in grades and sizes to fit almost 
every construction need 





DELFAIR PREFINISHED 


. » brings you lasting floors with built-in one of America's most 


beauty 


buildings everywhere. 


PLANK AND PARQUETRY 


When it comes to 
wood flooring, you 
count on DELFAIR. 


. . « for floors that reflect added charm 
and beauty 


D.L.FAIR LUMBER CO. 


LOUISVILLE, MISSISSIPPI 


MEMBER OF N.O.F.M.A 





When you specify "DEL- 
FAIR", you can know you 
are getting flooring at its 
best. . . flooring that merits 
every specification for resi- 
dential and commercial 
building. Manufactured in 


ern plants, DELFAIR floor- 


ing is used in homes and 
















mod- 


hard- 


can 
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Fuel Company Purchased Wyoming Park firm, said the firm, 
by Wyoming Park Lumber coal operations would be concentratgj 
At the annual banquet of the Wyo- at the herp Ave. yard; building 
ming Park Lumber & Fuel Co., Grand materials at the Wyoming Park yard 
Rapids, Mich., plans were disclosed to Eventually, Mr. Brouwer said, th 
employes of the purchase of the Kent firm will build a $10,000 office an 
Fuel Co. property and the opening of showrooms at the new location anj 
a new branch yard at that location begin building materials operations 
(1524 Century Ave., SW, in Grand there also. Former owner of Key 
Rapids.) Peter Brouwer, secretary- Fuel Co., Gabriel Quakkelaar, will gop. 
treasurer and general manager of the tinue as manager of that office, 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 


Lock-twist STORY OF BIGGEST PAINT BRUSH AD CAMPAIGN REVEALED 
— AT DU PONT EXHIBIT IN PHILADELPHIA 


SN? 
nw 


U. S. STRAITLOK— 
The Original 
Strdight-Line 
Poultry Netting; 
Woven Like 
Farm Fence 

a 2s sv 

La 

Ly v.S.4INI— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 





a 
“~ 
Walter B. Donnelly (left). Sherwin-Williams Company, proves an interested listener 
Available in either ° y) EM: 7 : 1.3! 
cilia’ behere as Reginald T. Ellis, product development department, Polychemicals Dept.— Plastics 
@ galvanized after E. I. du Pont de Nemours & Company (Ine.), explains one of the many merchandisin 
weaving aids which Du Pont is supplying dealers on behalf of nylon consumer paint brushes 
Mr. Donnelly was one of many visitors to the Du Pont booth at the Pennsylvania and 
Atlantic Seaboard Hardware Association convention in Philadelphia, where the exhibit 
Pe agree < featured leading lines of nylon-bristled consumer paint brushes and a detailed account 
MUNCIE, INDIANA of the biggest advertising and promotion campaign ever conducted in the paint brush 
field. 

















- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SU GAR on 

| 8 é me, E Shop 
California Ponderosa Pirie 
Mouldi nd Cut Stock 


tor 45 





For specialized protection in casualty insurance and bonds 


Lumbermens wi ur “a 


‘ Operating in New York state as (American) Lumbermens Mutual Casvalty Company of Illinois 
James S. Kemper, chairman H.G. Kemper, president ¢ Mutual Insurance Building, Chicago 40 
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YES... LOW- 


aana Mowry | PRICES. t0 eet | PLANER and JOINTER KNIVES 


° ttracti : ; 
ON a... pies - - also high speed knives and molding cutters 


ALUMINUM NEWMAN non- for the woodworking industry. 
TODAY + ferrous railings, — | ia 
an AND gates, grilles, ij, al —- zwz-z- Za > | 

for folders and : 


complete infor- BRASS RAILS doors, en- 


mation, DO IT trances, tablets, J PS ZA 


ZB g 
NOW IIII % letters, etc. Lisp rte. | 
kz ia, ts | 

Famous for finer quality since 1882. _——-# 2 


\( 
Ca a Del az ” le 


NEWMAN BROTHERS, Inc. | | pe teed a 


Dept. A-L_ Cincinnati 3, O. 


ZZ 





Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis. Mo. 
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nildj e ° 
vee folding stairway 
d, the ' : 
and @ No springs—Actuated 
_ by counterweights 
Kent @ Easy to operate 
II eon. @ Safety treads on steps 
@ Insulated door panel 
ED @ Requires no attic space 


@ Shipped in one package 


Write for full information 


PRECISION PARTS CORP. 


Nashville 7, Tennessee 


vr 


we 








The Winning Combination 





—-L u L | ABESTO LIQUID, teamed up 
7 a . with SMOOTH SURFACE 
ROLL ROOFING, produces a 

Lumber Corp., Carlton, Ore. better built-up roof at lower cost. 


ABESTO LIQUID is also 
ideal for basement damp proof- 
ing and roof coating. 


Manufacturers 


Douglas Fir 





Write for specification sheets 


istener 

ch ————— cA b ESto 
‘ushes, 

ia and 

xhibit : 


“count Eg. J. Linke, Pres. Guy Haynes, Vv. P. RADE-MARK REG. U. S. PAT. OFF. 
l 


hee Ce SHEE, Sap. Coe, Manufacturing Corp., Dept. D-3, Michigan City, Indiana 

















JAMES W.SEWALL COMPANY sto Satisfaction ) 


Consulting Foresters 









MAIN OFFICE: 





OLD TOWN, MAINE 


Phillips & Benner q\gnow STRAIGHT CARS 


Ruttan Block, Port Arthur, Ontario 
Established 1910 


\\(t +) ixep CARS 


including 
lumber, plywood, doors 


aN 















DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt Dependable 
Shipment Values 


C. E. (ROY) KLUMB, Sr., Owner 


6. E. Klumb Lumber Company 


Wholesale Lumber Distributors 
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RN ir EES ERLE BBP LOCOS 
mo THE GRISWOLD LUMBER Go. , 
An Experienced Lumber Service That Knows the — 
Producer's Problems and the Buyer's Needs. Manufacturers and Wholesale Distributors 
FAILING BUILDING PORTLAND 4, OREGON 
Teleph ATWATER 8319 
CRYSTAL SPRINGS, MISSISSIPPI ne 
) “ AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
“In the Heart of the Deep South ap a CARLTON. pra at ° ph tne Be ga 
) mx. ‘one 169 P. oe. Box 391 we : 15 Million Feet Annual Cut 45 Million Feet Annual Cut 
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A PIG’S EAR 


There is an old proverb that you 
can't make a silk purse out of a 
sow's ear 


BUT 


We make working drawings from 
sketches as shown for as little as 


THREE CENTS per FLOOR FOOT 


ae 
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Send your House Plan Redrafting to 


LUMBERMAN’S PLAN SERVICE 
PROMPT — REASONABLE 


120 Machin St. Peoria 5, Ill. 








Fiat Metal Mfg. Co. in New Plant at Franklin Park, Ill. 


The Fiat Metal Manufacturing Com- 
pany, manufacturers of Fiat shower 
cabinets, doors, receptors and toilet 
partitions, has announced occupancy 
of the company’s new plant at 9301 
Belmont Ave., Franklin Park, IIl., just 
17 miles northwest of the heart of 
Chicago. 

This new plant is a modern, effi- 


RS 


ciently planned building providing 
greatly expanded production facilities 
on more than an acre of floor area, 
Together with the other fully-equipped 
Fiat plants at Long Island City, N.Y, 
and Los Angeles, Calif., it provides 
the Fiat company with the largest 
shower cabinet manufacturing facili- 
ties in the United States. 





Kansas Lumber Yards Purchased 
by Father and Son 


Two Larned, Kan., men—C. E. Clut- 
ter, and his son C. E. Clutter, Jr., re- 
cently purchased two lumber yards 
from the Lindas Lumber Company. 
One yard is in Larned, the other at 
Pawnee Rock, Kan. The yards will be 
operated under the name of Clutter- 
Lindas Lumber Co. 

C. E. Clutter, Sr., has been associ- 
ated with the Lindas company since 
1897. He was elected president of 





the board of directors following the 
death of Ed. S. Lindas. The directors 
decided a few months ago to dispose 
of a major part of the chain of lun. 
ber yards. To date, all of the yards 
have been sold except one, most of 
them to local managers. 


Penn-York Meeting 


The next meeting of the Penn-York 
Lumbermen’s Club will be held on 
Monday, May 15, at 7:30 p. m,, at 
the Penn Wells Hotel, Wellsboro, Pa. 
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SAW REPAIRS 
We Do All Kinds of Circular Saw Repairing 


RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO / 


Our specialty is cutting down worn out Inserted Tooth Saws 
and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 





We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw a 
BETTER saw. 


Idaho White Pine Ponderosa Pine 
Douglas Fir 
White Fir 
Cedar 


Distance is no Barrier. We have customers in almost every 
state, because, after 51 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 
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Quality Lumber 
for 62 Years 





. California Sugar Pine ‘ 
Ponderosa Pine tk: 
' Western White Spruce 


Cut Stock -- Mouldings A 
Industrial Box Shook 


\ os | 


WINTON LUMBER SALES CO., Hockay “Zower. MINNEAPOLIS 2. MINN. x 


‘ 
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AUTOMATIC 
GA OU Gs 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 
° GRAND RAPIOS 
MICHIG*N 
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Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 














“Is it as Good as Kirby's?” 












The heat of a summer sun or the 
beat of a torrential downpour has 


Y no effect on SCREWTITE NAILS. 
NN Screw shanks keep nail in 







place in any weather - - 
neoprene washers 
seal all mois- 


STICK 


All 











STAY FOREVER 





ture out. 





Aluminum 





CUPPLES COMPANY, st. touts 2 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE (PINUS 


Genuine STROBUS) 
Also some Norway and Spruce 


AIR-SEASONED WATER-CURED 
Rough or Dressed 


Special. White Pine Dry Short Shorts. 
C. Sel. & B. 4/4 to 8/4 & wider x 16/71” 
1, 2, 3, 4 Com. 4/4 to 8/4 & wider x 13/71” 


Sawmills — Braeside and Temagami, Ontario 
1842 MEMBERS N.W.L.D. Assn. 1950 
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Cut handling costs — 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 


DON’T CARRY 


CONVEY 


compere oe oe 


and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-50. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 





HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


e 
BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


@ 
Members: M. F. M. A. WN. H. 4. A. NL. H. & HOM. A. 


OCOnTO, WISCONSIN 
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100 Years in Business 
Celebrated by Pierson Lumber 


Pierson Lumber Co. was prominent 
among the concerns exhibiting in Cin- 
cinnati, Ohio, to mark the celebration 
of a hundred years in business. Called 
a “Business Centurma,” the recent ex- 
hibit held in the lobby of the Cincin- 
natic Gas and Electric Co., attracted 
more than 80,000 people. Established 
as a small lumber concern by Daniel 
B. Pierson in 1850, the company to- 
day occupies an area of five acres on 
three corners of Cherry and Cooper 
streets in Cumminsville. Volume is 
7,000,000 board feet annually. 

Jack Harper Thornell is president 
of the Pierson Lumber Co.; Lewis J. 
Henshaw, vice-president and secre- 
tary. Clarence R. Rusk is treasurer. 


OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufdctu rers of 


TAM NANTATASANZ 
AV (i | KY A\\y 
VV Ny NUS ¥ wes 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 


MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 


READY-TO-ASSEMBLE 
WooD 





















WoonECIALIZE IN BASS. 
PINE : OTHER ONDEROSA 
; ORTHER 

HARDWOopDs AVAILABLE. 











WOODWAY quality, 
means 

Extra Profits 

for YOU 


“The Good Way to B 
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Orrick Elected President 
of Wagner Mfg. Company 

The annual meeting of the stock- 
holders of the Wagner Manufacturing 
Company was held February 15, at 
which time H. C. Orrick, Jr., who had 
been acting general manager of the 
company since September, 1949, was 
elected president and general man- 
ager by the board of directors. 

At the same time, Milo E. DuBois, 
who has been acting sales manager 
since March, 1949, was appointed gen- 
eral sales manager. 

Both Mr. Orrick and Mr. DuBois 
have been associated with the com- 
pany for a period of 20 years or more 
and have an understanding of all 
types of equipment that the company 
manufactures. Both men at one time 
were connected with the Engineering 
Department of the company. 


2 
Companies rbunounce 

L. S. “Bill” Haney, formerly sales 
representative for Wm. Cameron & 
Co., has been appointed Central and 
West Texas sales representative for 
the Asbestos Company of Texas, 
Houston, manufacturers of Mustang 
Asbstos Cement Siding Shingles, it 
was announced by J. E. Barden, sales 
manager. Mr. Haney will reside in 
Dallas and will serve lumber and 
building materials dealers. 

Merritt Builders Supply Company, 
St. Louis, Mo., was named wholesale 
distributor of Ma-Ti-Co asphalt-tile 
flooring to building material dealers 
in that area, Carl Resnikoff, general 
sales manager announced. 

Kenneth Wernsing was named sales 
engineer for the Skookum Company, 
Portland, Ore., manufacturers of log- 
ging and mining blocks and forgings, 
Fred Fortier, president of the com- 
pany announced. 

Mr. Wernsing, connected with the 
logging and construction field for the 
last 10 years, will service the logging 
industry through Skookum dealers to 
bring them up to date on the new 
blocks and forgings and designs which 
have recently been incorporated to 
modernize the Skookum line. 

John D. Reed and Theodore Pelzel 
were appointed to the executive staff 
of The Malta Manufacturing Com- 
pany, Malta, Ohio, James G. Boden, 
general manager, announced. Mr. 














You are assured Good Quality every respect. 


Above prices for Straight Cars 
Add $i MFt for 2te4 items 


Refer List AL-506 
Birmingham, Ala. 


“Our 35th Year"’ 





Yellow Pine FOR SALE Hardwoods 


Prompt Shipment, Prior Sale, Subject to Market Changes, Fob Mill less 2%. 
Pine Sold Delivered. Phone your Local Freight Agent for rate from Georgia- 
Main-Line and use SPA weights shown for Delivered Cost. 
Fob Mill less 2°o. Full protection Guaranteed under SPA and NHLA Rules. 


=2&Btr ADYP 3,” RL 8tol6 AD Poplar, RW&RL, 8tol6’ 

4 CL Ix 4 S4S 23= $48 a 

3 CL Ix 5 S4SorCM 23-21 = 52 38 4/3 tan meee = 
5 CL Ix 6 S4SorCM 23-21= 62 2CL 4/4 =IC&Btr  $115-145-155 
5 CL tx 8 S4SerSL 23-22= 54 7 CL 4.4 =2B&Btr (LogRun) 

3 CL Ix!0 S4SorSL 23-22= 62 $53-73-112 S&B 145 
2 CL Ixi2 S48 245 63 Approx: 20-35-35-10% 
>2&Btr ADYP 35 40% 14416’ ; 

5 CL 2x 4 S4S Std 25= $51 GUM — Mixed 

4 CL 2x 6 S48 Std 25= 61 6 CL 4/4 =2Com Rgh/S2S $45 
4 CL 2x 8 S48 Std 25= 3 3CL 44 =IC&Btr 90-110 
3 CL 2x10 S48 Std 26= 65 

2 CL 2xi2 S4S Std 26> 67 Write for prices other stock. 


Pine Sold Delivered SPA Weights. 
Hardwoods Sold Fob Mill. 


FLEMING LUMBER COMPANY, Columbus, Ga. 


Branch Office Box 97 Powderly, Phone 8-1548 


Hardwoods sold 


Phone 3-772! 
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Reed will be in direct charge of play; 
layout, cost controls, plant «ginee. 
ing and maintenance. He brings y 
Malta a background of intensive trip. 
ing in practically all phase« of jp. 
dustrial management. Before ‘is pres. 
ent assignment, he was employed by 
The Trundle Engineering Company 
of Cleveland, working with organizg. 
tion problems, labor contro], manv. 
facturing methods and plant layout, 
Mr. Pelzel is Malta’s eastern sales 
representative stationed in Philadel. 
phia. Prior to his new appointment, 
he had spent 22 years with The Celo. 
tex Corporation and had been Phile. 
delphia branch manager since 1936, 
The Malta company has manufactured 
wooden window and door frames fo 
residential construction use _ since 
1901. 

Marvin Greenwood, general sale 
manager of The Celotex Corporation, 
announces the following recent ap- 
pointments: Dudley Utter, formerly 
assistant manager of the Celotex Dal. 
las branch, to manager of the com- 
pany’s New Orleans branch. Mr. Ut- 
ter succeeds A. C. Williamson who 
has retired after 21 years with the 
Celotex sales organization. I. W 
Hally, formerly assistant manager at 
Cleveland, to assistant manager of 
the Philadelphia branch. W. H. Me. 
Auliffe, sales representative in the 
Akron territory to assistant manager 
of the Cleveland branch. A. L. Dent, 
sales representative in the Dallas 
branch, to assistant manager of the 
Atlanta branch. 

Donald F. Priesly who purchased 2 
fifty percent interest in the Eddy 
Lumber and Coal Co., Flint, Mich. 
from Walter P. Love, is now presi- 
dent and general manager. 


Farm Pointers 
continued from page 55 

an excellent one. Hummell & Gray 
Lumber Co., Bushnell, IIl., picked 
a site just across from the stock 
yard, also just across the street 
from a restaurant. Crane-Johnson 
Co. in Fargo, N. D., cash checks 
for farmers who have just beet 
paid for their cattle in the adjacent 
yards. Gasoline pumps at their lo- 
cation have proved an additional in- 
centive to stop. 

Many dealers are carrying out 
the old idea of providing a black- 
board where a farmer can list his 





Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, ete. 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information. Over 2,500,000 copies sold. 


$1.00 POSTPAID 


American Lumberman, Inc. 
139 N. Clark St. 


DA AL ENA SS CERES cig Se 


Chicago 2, Iilineis 
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- Weve heard about so far, is the 


name ali address and the items he 
would like to buy or sell. Several 
frms, like the Cayuga Lumber Co., 
Ithaca, N. Y., issue annual catalogs 
and distribute these to every rural 
box holder. 

Lindholm Lumber Co., Audubon, 
Ia. has attracted the attention of 
dozens of farmers with an unusual 
human interest newspaper adver- 
tising feature called “The Mystery 
Farm of the Week.” Aerial view 
of a different farm, unidentified, is 
published in the local weekly. The 
owner who identifies his farm and 
brings the ad to the Lindholm 
Lumber Co. is entitled to a free 
&x10 glossy print. Joe Lindholm re- 
ports that only one of the first 50 
pictures published went unidenti- 
fied. 

Wheat Brothers, Monrovia, N.Y.., 
publicized their remodeled store, by 
dropping cards from airplanes in- 
viting the finder to claim a prize 
during the store’s open house. At 
Potsdam, N. Y., Putnam-Hawley 
Building Materials, Inc., staged a 
barn dance when the company 
opened for business. 


MAKE IT EASY 


Service geared to farmers’ needs 
is good way to build rural sales 


WHEN A FARMER comes to 
town, he usually has a multitude 
of errands to run. He tends to pat- 
ronize merchants who make shop- 
ping convenient. 

We know dealers who take good 
advantage of this: fact. At one 
yard, farmers drop off their trail- 
ers and material lists. When they 
return from other errands, the 
dealer has their trailers all loaded 
and ready forthe trip back home. 
At another yard, the dealer car- 
ries the idea further. He figures 
the list of materials for the build- 
ing the farmer has in mind—then 
cuts materials to length and shape 
before loading them. 


The acme of farmer service 
dealer who puts the farmer up over 
night at the hotel, buys him a 
good dinner and takes him to the 
movie. By the next day, the deal- 
ers staff has designed the farmer 
anew house or barn, cut all the 
Materix] to size, and loaded it on 





the customer’s truck. Word of this 
a super rural service is 
riMgine in a constantly increasing 
stream of new farm customers. 
Modern merchandising can have 
as mM: progressive twists in a 
rural « mmunity as it can in a big 
city, 
Bur 


G Propucts MERCHANDISER 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any ciassified advertisement. 
No agency commission or cash discount 


allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time — 10c per word for each insertion. 


um charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 


mum charge of 40c per line. 


26 Tunes — 7c per word for each insertion. 
Mi um charge of 35c per line. 


For advertisements bearing box number count 
five extra wor There are approximate! 
5 words to a line and when less are specifi 
er used, regular line rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Wanted man with retail building materials 
yard experience; competent, aggressive sales- 
man; able to ge all p of lumber 
yard operation. In reply give full details of 
age, marital status, experience. education, 
= Address Box Y-44, American Lumberman, 
nc. 


HELP WANTED—Experienced Lumber Clerk 
and Bookkeeper, for Colorado mountain town. 
State experience; references and expected sal- 
ary in first letter. Write to Box A-52, Ameri- 
can Lumberman, Inc. " 


























HARDWOOD INSPECTOR: West Virginia band 
mill; permanent: goed living conditions; give 
full particulars, age, experience, etc. Address 
Box B-26, American Lumberman, Inc. 





Wanted: Manager for large yard in town.-of 
25.000. Must be young. aggressive. capable 
salesman. In replying give full details as to 
age, marital status, experience, education, 
= Address Box A-31, American Lumberman, 
ne. 





Millwork estimator and draftsman wanted by 
established concern. Give age, experience 
and all other pertinent information. Central 
Wood Products, Vancouver, Washington. 





Wanted: Draftsman and estimator. Man with 
retail lumber or construction experience pre- 
ferred for position in general office of a Mon- 
tana line yard concern. State age. marital 
status, and experience. Excellent opportunity 
for qualified man. Address Box A-51, Ameri- 
can Lumberman, Inc. 





Wanted man for position as assistant manager 
in retail building materials yard. Experience 
not necessary but desirable. In reply give 
full details of age, marital status, experience. 
education, etc. Address Box Y-45, American 
Lumberman, Inc. 


=v. nme Sean 








HELP WANTED 


WANTED: Planing Mill (remanufacturing 
plant) Superintendent, capable of taking over 
management. Investment not required, but 
open if interested. Good opportunity for ex- 
perienced operator. Apply Box A-50, American 
Lumberman, Inc. 


HELP WANTED 
Salesman—to sell West Coast products, West 
Virginia Hardwoods and Softwoods through- 
out Pittsburgh territory and western part of 
Pennsylvania. Give age, experience, etc. 
Address Box B-25, American Lumberman, Inc. 


SALESMAN WANTED 
Opportunity for good live salesman or manu- 
facturer’s agent in the $12,000.00 bracket to 
sell tileboard for nationally known Chicago 
manufacturer. Must be experienced with lum- 
ber dealer trade. Several good territories 
open. State area you are familiar with as 
well as qualifications. Address reply to: 

PRESTILE MANUFACTURING COMPANY 
5850 W. OGDEN AVENUE 
Chicago 50, Illinois 


Wanted: Suburban Chicago Yard. Office 
man with knowledge of plans, take off, 
etc. General office work. Address Box A-48, 
American Lumberman, Inc. 




















Wanted—Experienced estimator, biller and de- 
tailer for special and custom millwork. Prefer 
man 40-50 years old, with good personality 
and ability to work with others. Salary about 
$5200 per year. Submit ten year employment 
record, picture and personal data to Stiles. 
Inc., 1555 Eastern Avenue S. E., Grand Rap- 
ids, Michigan. 


WANTED: Experienced Hardwood man to han- 
dle Hardwood sales in Midwestern states from 
Chicago Office of large manufacturer and 
wholesaler. Would work as assistant to Sales 
Manager in General Office selling direct to 
trade and through salesmen. Must be rea- 
sonably young, aggressive, and familiar with 
at least part of Hardwood trade in Midwest. 
Excellent opportunity. State age, experience, 
education and reference. Address Box B-20, 
American Lumberman. Inc. 








WANTED — Aggressive manager for small 
country town in Western Colorado. Close to 
resort area, fishing, hunting. etc. State age. 
experience, salary, references in first letter to 
Box B-21, American Lumberman, Inc. 





Aggressive lumber salesman for retail yard 
doing upward of half million dollars annually. 
Address Box B-22, American Lumberman, Inc. 





Hardwood Inspector and Buyer Wanted. Must 
be thoroughly competent, ambitious, honest, 
steady, temperate, experienced for New York 
and Penna. stock. Advantageous if good 
salesman. For ‘“‘old line yard.’’ Address Box 
B-23, American Lumberman, Inc. 


SITUATIONS WANTED 


College graduate, age 25, married, retail lum- 
ber experience, desires position with whole- 
sale or retail lumber or derived products. 
Available immediately. Address Box B-28, 
American Lumberman, Inc. 

















Experienced lumber salesman wishes direct 
mill connections, manufacturers of West 
Coast, Mexican and Yellow Pine. Covering 
northern Indiana and southern Michigan. 
Commission basis. Address Box B-29, Ameri- 
can Lumberman, Inc. 





Position as manager, experienced buyer, plan- 
ing mill operation desiring complete listing 
from plans. Age 51. Desire change. Address 
Box B-30, American Lumberman, Inc. 





WHOLESALE LUMBER SALESMAN 
Located Metropolitan New York wishes to 
make connection with West Coast manufac- 
turer or established wholesaler. Address Box 
No. Y-60, American Lumberman, Inc. 





Experienced retail lumber yard manager 
available for position. Proven ability and ex- 
cellent references. Experienced buyer and 
architectural draftsman. Address Box A-28, 
American Lumbermen. Inc. 





Experienced, dependable lumberman, 46 years 
old, now employed seeks new connection 
with Chicago retail or wholesale concern as 
manager, assistant manager or general office 
man. Capable, result-getting salesman. able 
to direct others. Can handle books if desired. 
Best of references. Address Box A-20, Ameri- 
can Lumberman, Inc. 
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SITUATIONS WANTED 





USED MACHINERY WANTED 








LUMBERMAN AVAILABLE APRIL 21ST 
25 years of diversified Retail Lumber, Sash, 
Doors and Trim. Experience (including 5 
years Wholesale Lumber). Majored in yard 
management and sales. Alert. enthusiastic 
and personable, seeks change from Southern 
New England. Good health and free to travel. 
Age 42 years. Address Box A-30, American 
Lumberman, Inc. 





Retail lumberman desires change. Young mar- 
ried man would like to locate with manufac- 
turer or wholesaler. Millwork line preferred. 
Experience in retaik yard as salesman, esti- 
mator, draftsman and manager. Address Box 
B-37, American Lumberman, Inc. 


~ SALES REPRESENTATION 
AVAILABLE 


MILL REPRESENTATIVE 
Located Detroit. Michigan, wishes to make 
connection with reputable west coast and 
southern mills. Address Box A-25, American 
Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 

















One 4 or 6 drum sander. = and lower 
drums. General Door Mfg. .. West Bend, 
Wisconsin. 


TIMBER & TIMBER LAND 
WANTED 


If you want to sell your timber or mill it 
may be to your advantage to contact: E. M. 
H an, Broker, Box 563, Huntington, W. Va. 


BUSINESS OPPORTUNITIES _ 


For Lease—Diesel powered sawmill, 10,000 
feet daily capacity. Moore Dry Kiln and 
boilers. for pl . sheds and open 
storage (house for lessee). Will make good 
proposition to experienced man. Star Lum- 
ber Company. Beaumont, Texas. 
































Wanted—Wholesaler or Mill to furnish finan- 
cial assistance in the form of inventory. We 
operate one of the largest and most modern 
retail lumber and building material supply 
yards in western New York. Only some one 
capable of supplying fir, yellow pine and 
ponderosa need reply. Our needs will exceed 
60 cars in the next 12 months. Address Box 
A-40, American Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 








THE BUCHANAN LUMBER 
COMPANY 


CUMBERLAND, MD. 
Manufacturers 
° 
Millwork of } = cee Quality 


om 
Appalachian Hardwoods and All 
Species of Softwoods 


Quick Service 
CL or LCL Shipments. 


Special Cut -to-length Mouldings 
and Trim Stair Treads and Railing 
—Plank Flooring—Wall Paneling— 
Door Sills—Thresholds. 


Special Windows, Doors, and 
Frames for Schools, Homes, and 
Industrial Buildings. 





Manufacturer’s Representatives, selling steel 
bathroom cabinets, exclusive territories. ten 
per cent basis. Fries & Son, Second & Madi- 
son, Covington, Kentucky. 


Sales firm or salesman calling on Woodw- 
Store Fixture Furniture Mfg. Lumber yards 
for special products wanted. Commission 
ase. Some territories open. Address Box 
B-24, American Lumberman, Inc. 








SALESMEN: If you regularly call upon estab- 
lished retail lumber, building supply and 
hardware dealers, and department stores, you 
can appreciably augment your income by 
selling a top grade Ponderosa Pine Combina- 
tion Door, an unusually fine quality but ex- 
tremely low priced Combination Storm and 
Screen Window. and a line of popular priced 
Builders Hardware and specialty items. An 
established millwork concern is interested in 
representation in the following areas: Buffalo 
and Western New York section: Southwestern 
Ohio including Cincinnati, Columbus and 
Dayton territories: Huntinaton, Charleston and 
Southern West Virginia: Baltimore, Washing- 
ton and the State of Delaware: and Phila- 
delphia Area and State of New Jersey. 


For the right type of personnel we can assure 
top quality product, low competitive prices, 
and prompt service. Commission paid on re- 
peat business. Reply by letter to box number 
below. giving your experience, the specific 
area you cover, how often you contact vour 
accounts, the line you are presently handling, 
etc. Salesmen handling competitive lines will 
not be considered. Address Box B-27, Ameri- 
can Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 


Wanted: Carloads of soft textured lumber, 
cut in lengths from 3 ft. to 6 ft.. having 
widths 2” to 4 wide. Write for complete 
specifications. Cavaler Spring Co., Inc., 670 
enry St.. Detroit. Michigan. 














WANTED: Financially strong eastern whole- 
saler of long experience reauires regular 
shipments of Southern Yellow Pine Yard and 
Shed Stock. Idaho White Pine and mixed 
svecies. Ponderosa and Sugar Pine. Douglas 
Fir and allied species. Send us your stock 
and price lists. Address Box Y-28, American 
Lumberman, Inc. 





Wanted regular source of supply to furnish 
2 or 3 carloads per month of 5/4x41/4x34l/,"’ 
No. 2 Yellow Pine S2S Hit or Miss Bundled. 
Address Box A-33, American Lumberman, Inc. 
—__— 


WANTED TO BUY — 
MISCELLANEOUS 


=< 
(oe ete 
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RAILS WANTED 
An bg my tonnage 
. H. DYER CO., . 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 


COMMISSION SALESMEN 
In certain territories in Illinois, Indiana, Ohio 
and Michigan to sell Southern and Western 
woods on split profit basis: 100% protection on 
repeat business. E. J. Gaiennie, Box 1774, 
Shreveport, Louisiana. 


FOR SALE 
Excellent North side location for building ma- 
terial and softwood yard. dequate office 
and storage facilities. Available July Ist. 
Chas, Gill, 1811 Pratt Blvd., Chicago 26, Ill. 








— 
— 


TIMBER & TIMBER LAN 
FOR SALE 


TIMBERLANDS 
3000 ACRE TRACT with over 20 million feet 
mixed timber, priced right. Also have smaller 
tracts virgin timber 320 acres and up. Price 
$3 to $4 per thousand. Wire or write Ll, 
Spafford, 622 Main Street. Lewiston, Idaho, 








—— 
— 








WANTED .. . NATIONAL DISTRIBUTOR 
UNUSUAL OPPORTUNITY FOR LARGE REPU- 
TABLE MARKETING ORGANIZATION. One of 
the Nation’s leading service organizations, 
dealing with wood-boring insect control and 
wood preservation, not in position to ade- 
quately promote and market its two job- 
tested chemical compounds, seeks aggressive 
sales organization for domestic and foreign 
distribution. No job-tested products compar- 
able on the market today. Products regis- 
tered and approved by the U. S. Department 
of Agriculture, Production and Marketing Ad- 
ministration, and with the U. S. Patent Office. 
All preliminary work including unusually at- 
tractive, lithographed containers, scientific 
research and comprehensive announcements 
to hardware, lumber and building supply 
dealers has been completed. Products offer 
unlimited possibilities for aggressive organi- 
zation to sell millions of gallons annually. 


To receive consideration please set forth in - 


detail size of organization, territories covered, 
products handled and such other pertinent 
information as will enable us to give you 
further facts. All replies strictly confidential. 
Address Box B-32, American Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 














FOR SALE 

MOULDING AND SELECT GRADES PON- 
DEROSA PINE LUMBER for millwork trade. 
Stock air-dried to average approximately 4 
and classification based on WPA rulings. e 
sell only car load and trailer lots from our 
warehouse in Laredo. We solicit inquiries. 

; R. G. co 

mporter— orter 
309 Sames-Moore Bldg. Laredo, Texas 


DRY LUMBER FOR SALE 
6/4 4" & wdr. Jack Pine 1 x 4 & wdr. Aspen 
or Popple R/L, 8/4 Aspen or Popple 4” & 
wdr. R/L, also 5/4 & 6/4, 1 x 4 & wdr. R/L 
Northern Pine all above #4 and better. 1 x 4 
wdr. #5 White Pine heavy to 8 & wdr. 
2/4 8’ #1 and 2 Pine. Will mill to suit your 
requirements. Write for F.O.B. Virginia 
prices. 
W. T. BAILEY LUMBER COMPANY 
VIRGINIA, MINNESOTA 


DIMENSION FOR SALE 
Will quote prices F.O.B. car or delivered on 
S4S green dimension. Well manufactured. 
. 5 aan Lbr. Co., 1029 W. Ist. Spokane 8, 
ash. 








STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before sellin 
MIDWEST RATIO 
Charleston, W. Va. 


FOR SALE 
Dry, Quartered Hard Maple 
50,000 it. te Com. é&btr. 
WAYNE L ER COMPANY 
308 Greenpoint Ave., Brooklyn 22, N. Y. 





BOOKS FOR SALE | 








BOOK SALE 
One of a kind—some new, some soiled. 


Woodsman’s Manual—Cary 
Skylight and Roof Tables—Smith 
Foresters Field Manual—Sechrist 


Handbook of Forestry—Webster 
Moulding Calculator—Parker 
In Forest Land—Malloch 


How to Use Cement for Concrete Con- 
struction—Campbell 
Profession of Forestry—Read 


New Building Estimators’ Handbook— 
Arthur 

Details of Cabinet Construction.......... LS 

Forestry & Lumbering—Perry & Slauson.. 1d 


Handy Lumber Reckoner—Tolly 2.90 
Log Cabins & How to Build Them— , 


Strength of Materials—Maurer 

Air Conditioning Insulation—Dalzell 

Cost Control in Logging Industry— 
Mathews 

Forestry—Chapman 

Handbook on Wood Preservation 

Forests, Trees & Wood—Tustison 


Bird Houses Boys Can Build—Siepert 
Elements of Forestry—Moon & Brown.... 
From Forest to Furniture—Sherwood 


Practical Structural Design—McCullough. 
Today's Building Estimator—Hicks 1 
Stair Building—Townsend 


Timbers of the New World—Record & 


ess 
Termites & Termite Control—Kofoid 


Handbook of Building Construction, Vol- 
ume I only—Hool & Johnson 
U. S. Forest Policy—Ise 


Wood & Forest—Noyes 
Forest Finance—Chapman 
Wood Preservation—Hunt & Garratt 


Essentials of American Timber Law— 
All books are shipped postpaid. Send you 
remittance and make payable to: 


American Lumberman, Inc. 
139 N. Clark St., Chicago 2, Ill. 
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